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call One important development of the 1920’s in life insurance selling 
te was ‘‘programing.’’ During the 30’s, however, changed conditions 
Ta i caused agents to concentrate on ‘‘package”’ selling. Package selling 
was simply selling a policy to meet one specific need—there was no 
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unt of 9 
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rer basis conflict with programing —it was merely selling the program by 
ncing ¢ units. 
1 Shifty 


That is one reason why Northwestern Mutual agents have been 
E 3) , , . P : 
takes i equipped during the past three years with a complete kit of selling 


s and the 


wou tools for each major need as served by some principal plan of life 
dividend 


nga insurance. These coordinated tools included spotlight prospect 
pes cards, pre-call mailers, duplex prospect letters, personal build-up 
ger eta letters, special purpose booklets, and presentation forms. 
on During 1936, many more program sales have been made. To help 
creas facilitate the tying together of these package units into a complete 
program, new programing sales tools have recently been released to 
the agency force. Included are a new duplex letter, a personal build- 
vith Sle up letter, and a short analysis form— all leading to programing. 
3. Shea Linked with the Company’s long proven ‘‘Million Book’’, these 
napoli new tools enable agents to be thoroughly in tune with the times 
as they serve their prospects and clients. 
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)maha, 
nity The assets of the Northwestern Mutual, as reported to state insurance departments, now totala 
espitt billion dollars—a great estate administered for the mutual welfare and protection of more 
cae: than 600,000 policyholders with three billion seven hundred million of insurance in force. 
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(a LITTLE LAD trying on his dad’s shoes 
may not /ook like a high-powered insur- 
ance salesman . . .but if the results of his ap- 
pearance this month in The Saturday Evening 
Post and Time could all be traced, he’d prob- 


ably show up as a million-dollar producer. 


To fathers everywhere he brings home 
forcefully their deepest problem—how to 
guarantee a living income through the many 
years till youngsters are grown. Union Cen- 
tral field men who follow up with Multiple 
Protection, a plan tailor-made to provide the 
needed money-every-month, will find friend- 
lier receptions, more sympathetic interviews, 
in many cases sales ready to close. 
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THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


The Emancipator 


Plan 


This is a modified life protection plan which 
gives the prospect the most for his money in life 
insurance for his family or business. 


In the rapidly rising tide of business activity, 
modern business men use this pure protection plan 


to keep the largest possible portion of their cash 
free for business uses. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Operates in 35 States and the District of Columbia 
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entative Program 
of Life Presidents 


fe Insurance, Business T.eaders 
to Address New York Rally 
Dec. 3-4 


0 REPORT ON SURVEYS 


Plan International Symposium on Ma- 
terializing American Foresight 
Through Life Insurance 


The tentative program for the 30th 
amual meeting of the Association of 
Life Insurance Presidents, Dec. 3-4, in 
the Waldorf-Astoria, New York City, 
is announced this week. It will center 
on American foresight and acumen and 
thir economic contributions, Leaders 
in life insurance and the business world 
will develop the theme. 

T. K. Smith, president American 
Bankers Association and_ president 


Boatmen’s National Bank, St. Louis, 
will speak from the viewpoint of bank- 
ers, Transportation will be represented 
by S. T. Bledsoe, Chicago, president and 
chairman executive committee Atchison, 
Topeka & Santa Fe Railway; educa- 
tion by Dr. Lotus D. Coffman, presi- 
dent University of Minnesota, and the 
communications industry by President 
C. I, Barnard of the New Jersey Bell 
Telephone Company, Newark. 





Others Who Are on Program 


Thomas A, Crerar, M. P., minister of 
mines and resources of Canada, will 
bring the viewpoint of the Dominion. 
Alva M. Lumpkin, chairman of the 
board American United Life, Indian- 
apolis, prominent southern attorney of 
Columbia, S. C., and recently named 
American member of the conciliation 
commission for the advancement of 
peace between the United States and 
Uruguay, will give an address. 

A number of life company executives 
also will develop the theme, “Material- 
zing American Foresight Through Life 
Insurance.” Some of the addresses will 
be based on a number of special sur- 
veys that are being conducted relating 
to life insurance investments, payments 
to policyholders and beneficiaries, new 
usiness, insurance in force, mortality 
trends, medical problems from the life 
msurance viewpoint, etc. Agency ac- 
tivities and their relation to the central 
theme will be discussed and also spe- 
cific results achieved by Americans 
through the medium of life insurance. 
William H. Kingsley, president Penn 
Mutu>l Life of Philadelphia. will make 
the opening address the first morning 
as chairman, presenting. 1936 estimates 
of pavments to policyholders and bene- 
ficiaries, new business and insurance in 
force. President A. F. Hall, Lincoln 
National Life. will discuss specific re- 
sults which life insurance has achieved. 
(CONTINUED ON LAST PAGE) 








Actual Machinery of Social 
Security Now in Motion 


nr 


EMPLOYERS RECEIVE BLANKS 





Status of Commissioned Agents Still 
Undetermined—National Board of 
Fire Underwriters Issues Bulletin 





In view of the fact that the postoffice 
department this week distributed the 
employer’s application for identification 
number in connection with the old age 
pension provision of the social security 
act, the National Board of Fire Under- 
writers prepared a _ bulletin advising 
members on what procedure to follow. 
Every person or organization which is 
an emplover of one or more individuals 
who perform services not exempted in 
“employment” as defined in the act, on 
Nov. 16. must complete and return such 
application on or before Nov. 21 in an 
unstamped, sealed envelope to the local 
nostmaster. If the employer has more 
than one establishment, that is. separate 
nlaces of employment, a separate ap- 
nlication must be filed for each estab- 
lishment. 

The National Board expresses the 
helief that this means, in the case of in- 
surance company representatives em- 
nloyed elsewhere than at the home of- 
ce and not having any individual work- 
ing for them, that their offices need not 
be considered as senarate establish- 
ments, but they should be considered 
as employes of the home office or de- 
nartment responsible for the salary de- 
duction. 


Both Employer and Employe 


An office must be treated as a sep- 
arate establishment if such representa- 
tives employ help and pay them, even 
though reimbursed by the company. 
since they then become employers and 
must comply with the requirements of 
employers in addition to their individual 
status as employes of the company. 

The employe’s application for account 
number will be distributed, commenc- 
ing Nov. 24, by the local postmaster 
‘hrough the employer to empoyes. 
These blanks must be filed before Dec. 
5. An account number will be assigned 
to each individual and cards will be re- 
turned to each applicant. These must 
be countersigned by the individual. The 
employe should advise his employer of 
his account number and should do so 
every time he changes employment. 


Bulletin to Life Companies 


A bulletin to life insurance companies 
deals with the matter of the status of 
commissioned agents. Their status is 
as yet undetermined. Line 4 in the em- 
ployer’s blank asks, “Approximate num- 
ber of persons now employed.” The life 
companies are filling this line in various 
ways. Some are including, without any 
explanation, only the actual number of 
employes which the company deems 
unquestionably within the act. Some 
companies intend to make a brief ex- 
planation on the reverse side of the 
‘orm in somewhat this language: “Com- 
missioned insurance agents, being inde- 

(CONTINUED ON LAST PAGE) 





Spirited Chicago Session 
on Agency Practices Pact 





PROSELYTING CLAUSE ISSUE 





Some Smaller Companies Object; 
Jaeger Reassures Patterson as to 
Intention of Agency Officers 





During the time that the Life Agency 
Officers were meeting in Chicago, the 
life agency practices committee called 
a meeting of its signatories and asked 
in also those companies represented that 
have not signed the agreement. It 
proved to be a very lively session. W. 
W. Jaeger, vice-president of the Bank- 
ers Life of Iowa, chairman of the com- 
mittee, presided and there were shots 
fired from different parts of the house. 
Following the meeting Alexander E. 
Patterson of Chicago, president Na- 
tional Association of Life Underwriters, 
wired Mr. Jaeger as follows: 

“Will you please wire me if the 
agency practices committee of the Life 
Agency Officers Association in their 
meeting this week in Chicago reaffirmed 
the elimination of the part time agent 
in urban centers and the unfit agent in 
all centers and will they conduct a 
vigorous campaign to further this whole 
project including the securing of addi- 
tional signatory companies to the 
agency practices agreement? The whole 
field is anxious to know what action 
was taken. Kindest regards.” 


Jaeger Sends Reply 


Mr. Jaeger made this reply: 

“The answer to your wire on all 
counts is yes. We reaffirmed the de- 
sirability of all companies to sign the 
igreement and the committee will con- 
tinue to function with one main ob- 
jective in mind and that is securing not 
only additional companies to become 
signatory members but to procure 100 
percent cooperation of all Life Agency 
Officers Association members if it is at 
all possible.” 

It would seem therefore that Mr. 
Taeger’s committee intends vigorously 
to prosecute the movement and obtain 
all possible signatures to the pact. 

Judging from the discussion, the chief 
objection, and it came largely from the 
smaller and medium sized companies, 

(CONTINUED ON LAST PAGE) 





Group Only Line to Show 
Sales Gain in October 





New life insurance production in Oc- 
tober decreased 1.3 percent. The total 
for the first 10 months is 2.1 percent 
below that for the corresponding pe- 
riod of 1935, according to the Life 
Presidents Association. For October 
new business of all classes written by 
the 40 member companies was $715,- 
261,000 against $724.413,000. New or- 
dinary was $442,289,000 against $459,- 
087.000, decrease 3.7 percent; industrial 
$232,465,000 compared to $233.988,000, 
decrease of .? percent; group, the only 
class to show a gain, $40,507,000 against 
$31.338,000, increase 29.3 percent. 

For the first 10 months, the total new 
business of ‘thesé companies was 








Rumor Aiken to 


Succeed Buckner 
President of the New York Life 
May Become Board 


Chairman. 


WATCH DECEMBER MEET 





Report That New Head of Giant Com- 
pany Will Be Vice-president 
A. L. Aiken 


NEW YORK, Nov. 19.—President T. 

A. Buckner of the New York Life will 
soon be advanced to chairman of the 
board and will be succeeded as presi- 
dent by Vice-president A. L. Aiken, ac- 
cording to reports here. It is under- 
stood that at the December board meet- 
ing the office of chairman of the board, 
which lapsed with the death of Darwin 
P. Kingsley, will be recreated and that 
the nominating committee will recom- 
mend the advancement of Mr. Buckner 
and Mr. Aiken. 
_ Mr. Buckner went to the home office 
in 1893 when he was 33 years old, as 
superintendent of agencies, after expe- 
rience as branch office clerk, agent, 
cashier and agency director, serving in 
the latter capacity in Wichita and Kan- 
sas City. 


Had Western Experience 


Just before going to the home office 
he was inspector of agencies for the 
western department, with headquarters 
at Chicago. He became fourth’ vice- 
president in 1900, succeeding George W. 
Perkins as head of the entire field or- 
ganization. He became president in 
1931 when Mr. Kingsley became chair- 
man of the board. 

Mr. Aiken was president of the Na- 
tional Shawmut Bank of Boston when 
he went to the New York Life home 
office in 1924. He had been assistant 
agency manager in Boston as a young 
man just out of Yale, but after four 
vears with the company had gone into 
hanking in Boston, continuing in that 
‘ine as president of the Worcester 
County Institute of Savings, then head 
nf the Worcester National Bank, until 
he returned to Boston to become the 
Srst governor of the Federal Reserve 
Bank of Boston, of which he was later 
president. 

At the New York Life he served as 
vice-chairmen of the building commit- 
tee when the company was planning 
and building its present home office 
structure. 








$7,133.159.000 against $7,289.062,000. 
New ordinary was $4,429.664,000 against 
$4,609.505.000, decrease 3.9 percent: in- 
dustrial $2,242.393,000 against $2,126,- 
002.000. increase 5.5 percent; group 
$461,102,000 against $553,555,000, | de- 
crease 16.7 percent. : 
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Life Advertisers 
Gather in Chicago 


Getting Agents to Use Material 
Is Basic Problem 
Considered 


FLEMING IS PRESIDENT 


All Phases of Merchandising Insurance 
Considered at Annual Convention 
—Splendid Program Presented 


NEW OFFICERS 


President—C. C. Fleming, Life of 
Virginia. 

Vice-president — Cyrus 
Phoenix Mutual Life. 

Secretary—L. J. Evans, Northwest- 
ern Mutual Life. 

Treasurer—Karl Ljung, Jr., Jeffer- 
son Standard Life. 

Executive Committee—D. Bobb 
Slattery, Penn Mutual; K. H. Mathus, 
Sales Research Bureau; C. Sumner 
Davis, Provident Mutual; M. S. Crock- 
ford, Excelsior Life; T. M. Rodlun, 
Acacia Mutual, and J. H. McCarroll, 
Bankers Life of Iowa. 


The need for putting advertising to 
work as well as preparing effective ma- 
terial was stressed at the Life Advertis- 
ers Association’s annual meeting in Chi- 
cago. In a meaty program marked by 
many well prepared talks the practical 
aspects of getting agents to use adver- 
tising material were considered from 
various angles. 

Charles C. Fleming, Life of Virginia, 
was named president to succeed D. 


Bobb Slattery, Penn Mutual, under 
whose administration the organization 
has shown a marked growth. 

There was an extensive exhibit of ad- 
vertising material in charge of A. Scott 
Anderson, Equitable Life of Iowa. 
Awards were made to three classes of 
companies, the Excelsior Life of Tor- 

(CONTINUED ON PAGE 19) 
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Cooperatives’ Aims Told 
at Marketing Conference 





NEW YORK, Nov. 19.—The real 
challenge to the established order of do- 
ing business is not the consumer coop- 
erative movement but the job of serving 
humanity better, D. Murray Lincoln, 
executive secretary Ohio Farm Bureau 
Federation, told the marketing confer- 
ence of the American Management As- 
sociation. Mr. Lincoln’s organization 
owns and operates the Farm Bureau 
Mutual Automobile and the Farm Bu- 
reau Mutual, a fire company, and con- 
trols the Cooperative Life of Columbus, 
formerly the American Insurance Union. 


Interest to Insurance People 


The cooperative movement is of inter- 
est to the insurance business not only 
because of direct competition, but be- 
cause it is an integral part of its plan to 
establish insurance companies and sav- 
ings banks so that cooperative ventures 
may be financed without being depen- 
dent upon institutions which would pre- 
sumably be more sympathetic to private 
profit businesses. While the incentive 
for cooperatives to go into other busi- 
nesses is solely to furnish goods and 
services at lower than existing prices, in 
the case of insurance there is the addi- 
tional motive of supplying financial 
sinews for other cooperative enterprises. 


“Movement Not Radical” 


The cooperative movement is in no 
sense a radical or socialistic one, Mr. 
Lincoln emphasized. It proceeds solely 
from the belief that the cost of distribut- 
ing commodities is out of proportion to 
the cost of producing them. He envi- 
sioned a very large cooperative develop- 
ment in the United States and along- 
side of it the present highly organized 
private profit structure. On the out- 
skirts of both will be the smaller indi- 
vidualistic enterprises. All of these will 
serve as checks and balances on the 
others, he predicted. 

“There is no question but what pri- 
vate companies can and will successfullv 
compete with cooperatives,” he said. 
“Much about the bugaboo of the co-ops 
in articles that are now appearing in 
various business papers appears to some 
as almost childlike in lack of real appre- 
ciation of the factors involved. No one 
who is practical visions a time when al! 





business will be done cooperatively. 
Even though it might be best in the long 
run, it will not be accomplished while 
you and I are on earth. 

“In fact, a cooperative needs to do 
only a certain percentage of the busi- 
ness in each line, although it may vary 
in certain lines. That sets up standards 
that others must equal or better, or the 
co-op gets the business. And coopera- 
tives are also strengthened by the com- 
petition of private industry.” 

As Mr. Lincoln outlined the broad 
problem of distribution of goods and 
services, the cooperatives, by directly 
and indirectly getting better purchasing 
power for the people in the low income 
group will help stave off demands by 
these classes that the government do 
something to better their economic con- 
ditions. The private business man has 
an interest in this, since greater effi- 
ciency and the elimination of waste mean 
a wider market for all products, not 
only those marketed by the cooperatives 
but by private businesses as well. 


Must Aid Low-Income Groups 


“T believe that unless we can find some 
way to get more money back into the 
hands of the low income group, Amer- 
ica is going to be faced with a whole lot 
of problems,” Mr. Lincoln declared. 
“People are willing to pay a fair price 
and no more. We have got to find 
methods of matching mass distribution 
to mass production.” 

Mr. Lincoln cited figures based pri- 
marily on Dun & Bradstreet’s, show- 
ing that for many of the commodities 
which the consumer buys he pays con- 
siderably more for distribution than the 
articles cost to produce. For each $10 
spent for such articles as meat, lumber, 
hardware, furniture, auto accessories, 
plumbing, refrigerators, electric appli- 
ances, jewelry, and drugs, the cost of 
distribution ranges from $5.32 for meat 
to $8.20 for drugs. 

Cooperatives have no difficulty in at- 
tracting and holding men of high man- 
agerial ability, Mr. Lincoln said, but they 
do not usually come from similar lines 
of private business.» The great majority 
of those who have come over have not 

(CONTINUED ON LAST PAGE) 





Agency Officers 
Conclude Meet, 


J. C. Behan Elected Chairman 
Executive Committee > Name 
Sutphen Vice-chairman 


LIFE WEEK PLANS 17 


1937 Event Will Be Held May yy; 
Emphasis on Education of 
Women, Children 


Joseph C. Behan,  vice- presi 
Massachusetts Mutual, for many ye 
a prominent worker in the organizati 
was chosen chairman of the execy; 
committee of the Association of |; 
Agency Officers at the conclusion of 
annual convention in Chicago, }, 
Sutphen, vice-president Prudential, y 
elected vice-chairman. 

New members of the executive co, 
mittee to replace those whose ter 
ended this year are: Jerome Clark, Uni 
Central; F. L. Barnes, Ohio State Li 
and W. S. Penny, Sun Life of Cana 
Retiring executive committeemen aq 
Chairman H. M. Holderness, vice-preg 
dent in charge of agencies Connecticy 
Mutual; T. O. Cox, superintendent q 
agencies Excelsior of Canada, and J. 
Hawkins, manager of agencies Midlan 
Mutual. J. M. Holcombe, Jr., was 1 
elected secretary-treasurer, 


Plan Life Insurance Week 


Among the important agenda of th 
closing day’s session was a review d 
the 1936 Life Insurance Week anf 
plans for that of 1937. May 10-17 ke 
been set for the 1937 Life Insuran 
Week, George L. Hunt, chairman 0 
the committee in charge and vice-pres 
dent New England Mutual, announcel 

Miss Sophia Bliven, Penn Mutu 
has been appointed head of the woman's 
auxiliary organization to cooperate if 
furthering the annual event. Mr. Hut 

(CONTINUED ON PAGE 19) 





WILL SPEAK AT LIFE PRESIDENTS CONVENTION 











TOM K. SMITH, St. Louis 


SAMUEL T. BLEDSOE, Chicago 


DR. LOTUS D. COFFMAN, Minneapolis 


CHESTER I. BARNARD, Newark 


Four of the so-called outside speakers before the annual meeting of the Association of Life Insurance Presidents to be held at the Waldorf Astoria, New 
York City, Dec. 3-4 are Tom K. Smith, president of the Boatmen’s National Bank of St. Louis, who is president of the American Bankers Association; S. T. 
Bledsoe of Chicago, president and chairman executive committee Atchison, Topeka & Santa Fe Railroad; Dr. L. D. Coffman of Minneapolis, president Uni- 
versity of Minnesota, and Chester I. Barnard of Newark, president New Jersey Bell Telephone Company. 
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Meetiy 


for Section 55a 


Chairmay York State Life Underwriters 
tee; Name 


Association Will Finance 
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ld May 10MM ont Decisions Hold Values Not Free 
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™ Payable to Estate 










nof staving off “the greatest orgy of 
alized twisting in the history of our 








execy wines,’ the New York State Associa- 
se of nn of Life Underwriters voted to 
acd ome. 2 $3,000 fund to help finance an’ 






ppeal to the highest court of the state 
) get a final interpretation of Section 
1 of the insurance law. This section 
kempts the proceeds and cash values 
fife insurance policies from claims of 








. te a ndgment creditors of the assured. 
» of C; i There have recently been several 
Piety. wer court decisions holding that 55a 







oes not apply where the estate was 








Come niginally the beneficiary under the pol- 
nieaierl y, even though there is no question 
a, and Je audulent intent in changing the 





enefciary from the estate to a named 
brson. This situation was the prin- 
inal topic of discussion at the state 
nssociation meeting conducted here by 





ies Midlan 
if, Was fa 











Veek President C. D. Connell, general agent 
Provident Mutual in New York City. 
nda of th 
review 9 Helped Appeal Case 
Week ang Th * 46 k : h 
10-17 hy e association took part in the ap- 





pealing of the so-called Tid Bit Soda 
Shops case in which the latter organiza- 
tion undertook to attach cash values 
belonging to the judgment-debtor, Le- 
vine, whose 11 life insurance policies 
had previously been payable to his 
estate and had been changed over to 
individual beneficiaries before any claim 
was made on him and while there was 
no question of his solvency. The ap- 
pellate division decided in favor of the 
orginal ruling by Justice Schmuck of 
the supreme court to the effect that 
Section 55a did not apply since the 
policy was not originally made payable 
to the named beneficiaries. 

One of the appellate division justices 
dissented from the decision, but the law 
s that where there is so substantial a 
majority, a case can be taken to the 
highest court, the Court of Appeals, 
only with the consent of the Appellate 
Division, While the association was 
attempting to get this permission, the 
debtor and creditor settled the case out 
of court. 

Will Take New Case 
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What the association now proposes to 
do is to take another case and carry 
it from the start clear through to the 
Court of Appeals. While the Tid Bit 
Soda Shops case would appear to affect 
only policies originally made payable to 
the estate of the insured, there seems 
to be no good reason why it should not 
apply equally to policies which have 
ten made originally payable to named 
beneficiaries, then temporarily made 
payable to the estate and later made 
payable to a named beneficiary, either 
the Original beneficiary or another one. 
€ twister’s paradise that would be 
opened up if Justice Schmuck’s reason- 
ing should be upheld by the highest 
fourt is only too clear. Many companies 
oa made it a standard practice to 
“hange policies temporarily to the estate 
— putting through policy loans, or 
when making a change of beneficiary or 
(CONTINUED ON PAGE 11) 






















Patterson Urges Action on 
Cooperative “Ad” Campaign 





SPEAKS TO LIFE ADVERTISERS 





Agents Ready to Support Institutional 
Program—National Association Presi- 
dent Cites Value of Advertising 





A strong plea for a cooperative in- 
stitutional advertising campaign by life 
insurance companies was made _ by 
Alexander E. Patterson, president Na- 
tional Association of Life Underwriters 
and Chicago general agent of the Penn 
Mutual, in a talk before the Life Ad- 
vertisers Association in Chicago. He 
asked the advertising men to give con- 
sideration and careful thought, plus 
some action, to the idea of an institu- 
tional program in magazines and daily 
papers. The personnel of the agency 
forces is now well equipped and able 
to support effectively an intensive cam- 
paign of this kind, he said. 

In recounting his arguments for in- 
stitutional advertising Mr, Patterson 
said that a good start has been made 
by the advertising during Life Insur- 
ance Week but it should be extended 
throughout the year. He cited the suc- 
cess of institutional advertising in other 
industries and the results secured in 
extending the use of their products. 


Mass Advertising Needed 


To influence the opinion of 100,000,- 
000 people mass effect in advertising 
must be used, he said. “What greater 
thing can the institution of life insur- 
ance do than to change the public’s 
attitude toward the purchase of insur- 
ance to a basis that would make them 
many times more receptive not only 
to the purchase of actual life insurance, 
but to a more favorable reception of 
our salesmen. If that is done, the $100,- 








May Become Chairman of 
Board of New York Life 














T. A. BUCKNER 


According to current reports, T. A. 
Buckner, president of the New York 
Life, will very shortly be elected chair- 
man of the board—a position that will 
be recreated. 








000,000,000 in force figure will soon 
seem very small. If we can thus change 
the habits of the public we will have 
made a very definite contribution to the 
future of our institution,” he declared. 

Mr. Patterson read a telegram he re- 
ceived from H. E. North, vice-president 
Metropolitan Life, in which he com- 
mended institutional life insurance ad- 
vertising. Mr. North thinks it is a big 

(CONTINUED ON PAGE 11) 
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Ward of The Nation 


This year’s Thanksgiving Day and season, which come 
conceived by noble spirits and brought forth in a period 


Our individual difficulties dissolving, the 


hearts of our people again are beating with normal sympathy 


is singularly a ward of the entire nation, for it does in the 
mass what each one of us would instantly and eagerly do 


individually if by doing so we could serve. 


A single dollar is our answer to the Roll Call of member- 


ship. A host of life underwriters will also give contributory 


giving Day our people will have had-in several years. 


THE PENN MUTUAL LIFE INSURANCE .CO. 
WM. H. KINGSLEY, President 


1 Roll Call of the Red Cross, 


is great national organization, 


American people, through the 


gain becoming abundant and 


essed as we. The Red Cross 
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Writing of Movie 
Folk Is Discussed 


Home Office Life Underwriters 
Association Holds Fall Meeting 
in New York 


SOME NOTABLES ATTEND 


Fulton, McAndless and E. E. Reid, 
Canadian Executive, Take Part in 
Discussing Problems 


Problems encountered in underwrit- 
ing the motion picture industry, where 
salaries and earnings frequently may be 
very high for comparatively short pe- 
riods but popularity of players often 
quickly wanes and there are frequent 
shakeups in management and technical 
personnel, were discussed at the fall 
meeting of the Home Office Life 
Underwriters Association in New York 
City this week. Some 100 under- 
writing executives, representing more 
than 50 United States and Canadian 
companies attended. Classifying risks 
in the movie industry was analyzed by 
L. W. Morgan, vice-president Pacific 
Mutual Life. The first session was 
given over to a study of occupational 
hazards, and the next two days dealt 
more specifically with regular under- 
writing problems. 


Notes Huge Salary Bill 


Mr. Morgan said approximately $80,- 
000,000 is paid annually in salaries in 
the picture industry. Life insurance for 
these risks should be designed to con- 
tinue income, and endowment insurance 
is indicated. Talkies present an addi- 
tional problem, subjecting personnel to 
high nervous strain. One company’s 
exposure, Mr. Morgan said, shows a 
high lapse rate among policies ten years 
old or more. Conservative underwrit- 
ing should give companies much good 
business from this source, he said. 


Notables Are on Program 


J. A. Fulton, president Home Life of 
New York; E. E. Reid, managing di- 
rector London Life; A. J. McAndless, 
executive vice-president Lincoln Na- 
tional and Pearce Shepherd, assistant 
actuary Prudential, were headliners the 
second and third day. Other speakers 
were R. F. Edwards, underwriting 
statistician, and L. E. Turner, junior 
underwriter Prudential; W. M. Bell, 
assistant actuary London Life; W. N. 
Bagley, assistant actuary Travelers; 
Morris Pitler, statistician and super- 
visor of risks office, Mutual Life of 
New York; S. G. Hopkins, underwriter 
Penn Mutual; W. C. Harrison, under- 
writer New York Life; J. G. Late, 
underwriter, Aetna; W. H. Dallas, as- 
sistant vice-president Aetna; Leigh 
Cruess, underwriting vice-president 
Home Life of New York. President 
Malcolm Adam presided and gave an 
address. 


Close Cooperation Needed 


Mr. Fulton discussed the relationship 
between the underwriting executive and 
other officers. He said close relation- 
ship between the various departments 
is a necessity, but there ‘is an. artificial 
diversity of interests between the under- 
writing and agency departments. Yet 
they both fundamentally should be con- 
cerned with obtaining a satisfactory 
volume of profitable business, which 
has good persistency ‘rate and ‘satisfac- 
tory mortality. The emphasis, however, 
is on volume. He recommended use 
of the persistency rating chart. If the 

n--is-not solved otherwise, life 
(CONTINUED ON PAGE 10) 
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Pacific Mutual Hearing 
Still Dragging in Court 


BREIBY FINALLY FINISHES 
Attorney-general Contends Court Is 


Limited in Power Merely to 
Passing on Carpenter Plan 





LOS ANGELES, Nov. 19.—The Pa- 
cific Mutual case is still dragging along. 
Actuary Breiby of New York finally 
concluded his testimony Tuesday. At- 
tempts were made by attorneys for pol- 
icyholders’ groups to secure from him 
an admission that the old company could 
have gone on paying its obligations, with 
proper economies effected, without par- 
ing life reserves. ; 

Attorney Lee representing Chicago 
policyholders declared that the old com- 
pany could not have paid all its obli- 
gations 100 percent either on the $26,- 
000,000 non-can reserve basis set up 
by the convention report or on the $37,- 
000,000 basis, as Mr. Breiby projected, 
without impairing the reserves. 


Law on Reserves 


The question of law or authority for 
setting up reserves was brought up. 
The deputy attorney-general intro- 
duced as an exhibit a New York de- 
partment circular letter of 1931, in 
which Cammack tables were made mini- 
mum and showed where the California 
insurance code made New York’s rul- 
ing the basis on which the California 
commissioner must act. Attorney Lee 
asked Mr. Breiby if New York made 
its ruling retroactive, and was told that 
where company experience required, it 
did. ‘ 

The court held there could be no dis- 
tinction between permanent total disa- 
bility riders on life policies and non-can 
policies, Mr. Breiby testified that non- 
can policies written under the 1932 
group were written on practically ade- 
quate premiums. He cited the Cleve- 
land Life, a case where one class of 
policies had liens and other classes con- 
tinued. 

Judge Willis scored attorneys for de- 
laying the Pacific Mutual case, telling 
them that they were quibbling over 
small matters and producing technical 
features that had no particular bearing 
on the case. There has been much 
sparring back and forth and this has 
served to drag out the proceedings. 

Policy twisting bobbed up while Ac- 
tuary William Breiby was testifying. 
Attorney Lawler on cross examination 
asked Mr. Breiby what a policyholder 
of the old company would be paid if 
he should seek the cash surrender value 
from the old company. This question 
















Is Made Chairman 
































GRANT L. HILL 





Grant L. Hill, director of agencies of 
the Northwestern Mutual Life, is chai: 
man of the executive committee of the 
Life Insurance Sales Research Bureay 
He is one of the active men in th 
agency ranks. 








brought a court ruling that under cout 
order all old company assets had beer 
transferred to the conservator and that 
he would pay the claim, and that if 
plan should be approved then the new 
company would pay it. The court als 
ruled that there would be no run on the 
new company as the moratorium rests 
until Nov. 22 and can be extended. Mr. 
Breiby testified that even if all cash 
surrender values were to be paid there 
would still remain funds to continue the 
business. He said that in his projec. 
tions he had used a 10 percent greater 
falling off in business than experience 
showed and that with that increase the 
proposed plan still would be feasible. 
At this point the twisting of policies 
was brought up and Mr. Breiby said 
that any policyholder succumbing to 
twister influence was going against his 
own best interests. 


Court Reprimands Attorneys 


Judge Willis evidently was much 
moved when Attorney Kenyon Lee, rep- 
resenting Chicago policyholders, and 
Attorney Judson, representing the old 
officers, made an attack on Commis- 
sioner Carpenter, challenging his judg: 
ment and his official action in taking 
over the company and declared that the 
Pacific Mutual never was _ insolvent, 
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Tentative program of Life Presidents 
annual meeting in New York City Dec. 
3-4 is announced. Pagel 

* * * ‘ 

Rumor is heard that T. A. Buckner will 
be made chairman of the board of the 
New York Life and will be succeeded in 
the presidency by Vice-president A. L 
Aiken. Pagel 

*x* * * 


Life agency practices agreement peo- 
ple hold meeting in Chicago to which 
they invite all comers. Page 3 

* * * 


Problems in underwriting movie peo- 
ple, others in unusual occupations, dis- 
ussed hv leaders in fall meetine of 
Home Office Life Underwriters Associa- 


t.on in New York, Page 5 
* * * 

Life Advertisers Association holds 

annual meeting in Chicago. Page 2 
* * * 


A strong plea for cooperative institu- 
tional advertising by life companies 
made by Alexander E. Patterson, presi- 
oa National Association of Life Under- 
writers, 
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Actual machinery of social aecarity 
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act is now put in operation. Pa 
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Association of Life Agencies Officers 
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New York State Association of Life 
Underwriters is raising $3,000 to finance 
appeal on Section 55a, protecting life 
insurance from creditors. Pages 


* * * 


Social security act regarded as hell: 
ng saies of retirement contracts i] 
younger men. Page 
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Objectives of consumers cooperative 
are outlined by leaders in the movemen 
at American Management Associatios 
marketing conference. page 
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Vigorous use of pictorial visual sales 
presentations seen as major trend in > 
types of selling in survey presented at 
American Management Association Mar, 
keting conference. Page 
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Home Life and Aetna_ Life announct 
1937 dividend scale will represent . 
change from existing basis. Page 














insolvent, 


security 
Page | 


Officers 
Page? 


of Life 


eratives 
ovement 
ociation 


Page 18 





LIFE INSURANCE EDITION 


$30.000 FOR A MAN 


A giant safety net, more than four thousand feet long, is being swung under the construction work of 
the new bridge across the Golden Gate. It will cost $80,000. Should it save one life, The Engineering News 
Record has declared, it will have been a good investment. 


If others value a man’s life at $80,000, how infinitely more must his wife and children value him. And 
how eager he should be to protect his family against the ever-present possibility of their loss of his earning 
power. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


Tuomas I. Parkinson, President 393 SEVENTH AVENUE, NEw York 
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Judge Willis said that where an attorney 
indulged in personalities, his advice and 
counsel was no longer helpful to the 
court. Attorney McKeavitt of San 
Francisco, representing some policyhold- 
ers there, was denied a motion by the 
court to upset the whole proceedings, 
have the new company declared illegal, 
have Commissioner Carpenter desist 
from writing new business by the new 
company and have all the assets of the 
old company turned back to the com- 
missioner as conservator. until such time 
as the litigation can be determined. 


Upholds California Plan 


Attorney McKeavitt held that the new 
company up to Oct. 19 had written 
$6,760,000 new business at acquisition 
cost of $130,000. Attorney Doharty rep- 
resenting New York policyholders in 
cross-examining Actuary Breiby sought 
to show that under the proposed plan 
the company would be subject to polit- 
ical management since the insurance 
commissioner is an appointee of the 
governor. Mr. Breiby testified that fre- 
quent change in management was bad 
for any company but he had no reason 
to believe anything but good manage- 
ment would result under California con- 
ditions. 

Actuary Breiby said that the new life 
business from Jan. 1 to July 22 was 
$33,254,000. The percentages of term- 
inations during the first policy year of 





business written in 1933 was 7.9 percent, 
in 1934, 3.6 percent, in 1935, 9.5 percent. 

Mr. Breiby concluded his testimony 
on Tuesday. The insurance commis- 
sioner moved to close his case. Then 
Attorney-general Webb caused a sen- 
sation when he said the company was 
not in liquidation, that the court could 
not consider any plan to buy or rein- 
sure the company and the court had only 
one thing to do which is to approve a 
plan presented by the commissioner that 
satisfies the statutes; that under the law 
the commissioner was compelled to offer 
a plan and had done so, and that no 
offer to buy or reinsure could enter the 
picture. 

General Agent Joseph Gantz of Cin- 
cinnati testified that his agency could sell 
insurance under the commissioner’s plan 
and had been doing so. 

Attorneys for the Trans-America 
group announced that they would have 
L. M. Giannini, president of the Occi- 
dental Life, take the stand to explain 
his plan. 

The court completely exonerated 
Commissoner Carpenter of any blame in 
the action of the Prudential in recalling 
to its head office Eric Lundgren of the 
actuarial staff. Mr. Carpenter presented 
correspondence in the matter showing 
the Prudential had been anxious for 
some time to get Mr. Lundgren back to 
their home office. 








Prepare Train Schedules 


for Commissioners’ Meet 











NEW YORK, Nov. 19.—For the 
guidance of persons planning to attend 
the meeting of the National Association 
of Insurance Commissioners at Hot 
Springs, Ark., Dec. 7, a schedule of train 
movements and rates was prepared by 
J. J. Magrath of the New York depart- 
ment, through whom reservations may 
be made. 

New York Pennsyl- 


Central vania B.&O. 
Lv. New York 
Dec. 5 _.... 8:00pm 8:35pm 2:55 pm 
Ar. St. Louis 
ec. ---- 5:00pm 4:55pm 4:50pm 
i os Louis 


10:30 pm 10:30 pm 


Springs 
Dec. 7 - 9:59am 9:59am 9:59am 
Southern 
Railway B. & O. 
Lv. New York 
Dec. G 4..<:. 12:40am 1:13 am 
Lv. Washing- 
ton Dec. 6 7:25 am. 7:25am 
Ar. Memphis 
Dec. ee 7:20am 7:20am 
Lv. Memphis 
i a 8:00 or 8:30 am 8:00 am 
Arrive Hot 
Springs Dec. 712:350r1:05pm 12:35 pm 


The route via St. Louis offers a stop- 
over of 5% hours for sightseeing. The 
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PILOT LIFE 








INSURANCE COMPANY 


Greensboro, North Carolina 
Emry C. Green, President 


HAVE had dealings with many in- 


surance companies, but | wish you to 
know that | find none more prompt and 
helpful in their sympathetic service than 
is yours. Please permit me again to ex- 
press to you my sincere appreciation. 


This letter is a policy owners recogni- 
tion of one of the many aids to clientele 
building afforded Pilot Life representatives. 























route via Memphis can be arranged , 
afford a stopover of 6% hours at Kau. 
ville for a view of the Norris dam . 
which event a train leaving New York 
at 7:30 p. m Dec. 5 is available. 

The American Airways may have 
plane leaving. Newark airport at sl 
Dec. 6, arriving at Hot Springs at 
p. m. the same day. 

All facilities provide for Convenient 
return trips. Railroad fare on a 15-¢a, 
ticket will be $56.25 for the tround 
from New York. One way Pullman 
charges are: Lower berth, $9.75; upper 
berth, $7.80; single section, $13.65; bed. 
room (1), $17.55; bedroom (2), $19.59: 
compartment, $27.50; drawing room 
$35.00. : 


Undistributed Profits Tax 
Offers Sales Possibilities 








Strong arguments which may be em. 
ployed in selling ordinary insurance 
through group coverage and in placing 
business insurance, especially on key 
men in closed corporations, were a(. 
dressed by two speakers at the final 
sales clinic of the Chicago Association 
of Life Underwriters. The session was 
sponsored by the New York Life, 
Agency Director Frederick Bruchholz 
presiding and the speakers being W. L, 
Royall, supervisor central department, 
and Eugene Lysen, Top Club producer 
in the department and a C. L. U. man, 
Mr. Royall’s subject was “Taxation and 
Life Insurance,” and Mr. Lysens, “Us. 
ing Group Insurance to Sell Ordinary.” 

Mr. Royall said an approach based on 
taxation gains a hearing with many 
people today. A development of recent 
years is that the tax problem has come 
to affect many people in smaller brack- 
ets. He touched on gift tax and em- 
ploying the $5,000 annual tax exemption 
to buy life insurance. In a $1,000,000 
case, the last $100,000 is taxed at 40 per- 
cent, he said. If it is left in the form of 
single premium life insurance, the tax 
will be only $7,000 on this method, 
against $40,000, a saving of $33,000. It 
will purchase about a $200,000 policy, on 
which if left in any other form estate 
tax would be about $81,000, he said. 


Takes Up Corporation Cover 


A great opportunity lies in corpora 
tion insurance if it is studied, especially 
stock purchase agreements. The gov- 
ernment capitalizes earning power of a 
corporation and in case of a close cor- 
poration values it accordingly if the 
owners do not set a reasonable value. 
Insurance steps in, supplies a guaran- 
teed market, giving the widow in such 
case the cash and the business in its 
entirety to the surviving stockholder. 

He said the undistributed profits tax 
offers possibilities, for if salary can be 
increased to pay the life insurance pre- 
mium this can be deducted from normal 
income tax and also from undistributed 
profits tax. 


Tells of New Approach 


A new angle of selling is pension 
trusts, which have been stimulated by 
the social security act. Any money 
paid into the pension plan is exempted 
from corporation income tax and undis- 
tributed profits tax. Mr. Royall said, 
however, many such plans formed this 
year probably will not be approved by 
the Internal Revenue Department fot 
this exemption, as they are not fair [0 
employes receiving over $3,000 annual 


salary, the maximum under social . 


curity. Such plans, he said, may 
considered merely a_ distribution © 
earnings. 


The Chicago association’s membership 
total stands at 1,096, a record. | It ‘a 
expected to go nearly to 1,500 in te 


membership drive being conducted. 


Edmund Fitzgerald, vice - president 


Northwestern Mutual Life, and Mrs 
Fitzgerald returned from a — 


Canal cruise. They sailed from \ 
fornia late last month after Mr. Fitz 
gerald had attended Pacific Coast 
gional meetings at Los Angeles 4" 
Portland. 
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Visual Selling Seen As 
Trend in All Businesses 





NEW YORK, Nov. 19.—Vigorous use 
of condensed pictorial visual standard- 
zed sales presentations is the one out- 
standing trend indicated by a survey to 
which more than 75 sales managers 
throughout the country contributed, ac- 
cording to Frederick B. Heitkamp, sales 
executive, American Type Founders, 
who addressed the marketing conference 
of the American Management Associa- 
on. 

: The need for lower selling costs, 
which was so strongly stressed at the 
recent meeting of the Life Agency Offi- 
cers’ Association and the Life Insurance 
Sales Research Bureau, appears to be 
acute in other lines of business as well. 
The competition which the life insurance 
business has always felt from products 
having more immediate appeal is due to 
be sharpened, it may be inferred from 
the results of Mr. Heitkamp’s survey. 


Accumulated Demand Peak Passed 


“At this period, the accumulated de- 
mand peak has been passed, and the 
task now is to create orders,” he said. 
“Dollars must be diverted from other 
industries and certainly from less capable 
competitors. New designs, new uses, 
and new performances must be capi- 
talized quickly. There is a definite 
shortage of trained salesmen on most 
sales forces. Training must go forward 
vigorously, with a view to turning out 
more productive salesmen who can meet 
the need for lower selling costs.” 

Results of the survey show marked 
approval of standardized presentations 
and a proper marshalling of the facts, 
but there was a strong feeling that free- 
dom of expression must be preserved 
and there should be no canned sales 
talks. 














“Candle Dip Day” no longer appears on the calendar. 
early 1800’s, it was a day set aside when each thrifty Vermont 
household made up the entire year’s supply of tallow dips and candles. 
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In emphasizing the value of visual 
selling, Mr. Heitkamp pointed out that 
it has a tremendous advantage in hold- 
ing a prospect’s attention, helping the 
salesman to control and direct the in- 
terview, saving time, providing the best 
basis for answering objections and 
overcoming competitive claims, provid- 
ing continuity, and selling through the 
eye as well as through the ear. He 
questioned the wisdom of bringing up 
competitive products for discussion with 
customers, but said that if the customer 
initiated the question, the salesman 
should be ready for it by knowing the 
competitor’s weaknesses. 


Medical Officials Form Unit 
in the Middle Atlantic Field 


A meeting was held in Washngton 
recently for the purpose of organizing 
an association for the medical directors 
of life companies in Maryland, Vir- 
ginia, and the District of Columbia. 
Representatives were present from 
Baltimore, Washington, and Richmond 
and Roanoke. 

President William Montgomery of 
the Acacia Mutual gave an address of 
welcome. 

By-laws were adopted, the name of 
the organization to be Middle Atlantic 
Life Insurance Medical Directors’ Club. 
Meetings are to be held three times 
yearly, alternating in the different cities 
represented. The first officers elected 
were: Chairman, Dr. J. R. B. Hutchin- 
son, assistant medical director, Acacia 
Mutual Life; vice-chairman, Dr. George 
McLean, medical director, Sun Life of 
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But in the 


Baltimore, and secretary, Dr. J. R. 
Biggs, vice-president and medical di- 
rector, Union Cooperative of Washing- 
ton. 

Dr. J. H. Dunkley, medical director 
Shenandoah Life, and Dr. E. E. Wil- 
liams, assistant medical director Life of 
Virginia, were elected as members of 
the executive committee. 


Cochrane to Stay in Office 


DENVER, Nov. 19.—Commissioner 
Cochrane of Colorado will not retire 
this year or next, Governor Johnson as- 
serted. “Commissioner Cochrane told 
me yesterday that he has definitely de- 
cided not to retire now or next August 
and that he is ready to fight to the last 
ditch any charges which might be made 
in an attempt to force his resignation,” 
the governor declared. Johnson’s state- 
ment refutes widely circulated rumors to 
the effect that Cochrane’s resignation 
was in the governor’s possession and 
that a successor would be appointed 
before Johnson goes out of office the 
first of the year. Had Mr. Cochrane 
elected to retire now it was considered a 
virtual certainty that Johnson would 
want to appoint his successor before the 
end of his term since the new state em- 
ploye retirement law under which Mr. 
Cochrane was expected to go out of of- 
fice last August has never been tested 
and since many legal authorities doubt 
its constitutionality it seems very un- 
likely that any attempt will be made to 
force the commissioner out of office. 


Travelers Graduates 27 


The Travelers agency school con- 
cluded its fifth session the past week, 
graduating 27 potential agents. In the 
class were two sons and a son-in-law of 
veteran company agents. 

The school, under the direction of 
D. J. Bloxham, has trained 162 men so 
far this year. The school will start its 
concluding session for the present year 
Nov. 23. 


for 





Dividend News 


THE NATIONAL LIFE INSURANCE 
COMPANY has enjoyed during 1936 
a year of good business and announces 
for 1937 continuance of its present 





Actuary Stricken 




















R. M. BROWN 


R. M. Brown, actuary of the Conti- 
nental Assurance, Chicago, died in St. 
Luke’s Hospital there when he failed 
to rally from an operation for a kidney 
condition. He went home last week 
end with a touch of flu, his condition 
quickly becoming so grave an emergency 
operation was tried. Mr. Brown was 
past president of the Chicago Actuarial 
Club and well known among actuaries 
of the country for the breadth of his 
views and vigor of his opinions on ac- 
tuarial subjects. He also was one of 
the younger school of actuaries whose 
horizon extended beyond the limits of 
the actuarial department. 

Mr. Brown was born at Chicago in 
1891, being graduated from Northwest- 
ern University. He was assistant actu- 














1937 








HOME OFFICE 
MONTPELIER 


dividend scale on all forms of insur- 
ance except dividend additions. An 
increase in dividends on most policies 
was announced last year, and this scale 
is now being maintained for 1937. 
This keeps the National well to the fore 
as a low-net-cost company. The sur- 
plus interest rate is fixed at 3!/%. 
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ary of the American Life of Detroit for 
some time, going with the Continental 
Assurance actuarial department in 1918, 
and had been its chief for a number 
of years. The home office staff turned 
out en masse to attend the funeral serv- 
ices this week. Mr. Brown’s mother, 
Mrs. R. P. Brown, flew from Florida 
to be present, his father being too ill to 


go. Mr. Brown was a Mason and 
Knight Templar. He was married three 
years ago. 


No Philadelphia Tax 

PHILADELPHIA, Nov. 19.—The 
proposed four mill tax on the assets 
of mutual life companies domiciled in 
Philadelphia is out. Mayor Wilson said 
that the proposed tax, which it was 
hoped would raise $7,000,000, had been 
found impracticable for several reasons. 

He stated that the mutual companies 
and mutual savings banks had _ con- 
vinced him with their arguments that it 
was unjust and unfair to tax a man 
merely because he has the foresight to 
create a life insurance policy or savings 
account for his own protection. Ques- 
tion also had been raised as to the legal 
right of the city to assess a tax of this 
sort on the assets of a life company 
chartered by the state. The mayor also 
admitted that should the tax be enacted, 
that the life companies would move 
from Philadelphia. 











SALES RECORDS 





Northwestern Mutual Life—New paid- 
for insurance in October was $22,591,355, 
compared with $21,596,033 last year, an 
increase of 4.6 percent. Compared with 
the month in 1933, the low year, the gain 
this year is $5,223,940 or 30 percent. 
For the first 10 months, new paid for 
was $222,87,404 on 60,362 policies, ex- 
clusive of $6,702,385 in life annuities, a 
gain of 6.3 percent over last year, and 
40.8 percent over three years ago. The 
number of policies gained 5.3 percent 
over 1935 and 40.5 percent over 1933. 

Occidental Life, California—Reports 
gain in October of 37.8 percent with a 
new high peak of $9,274,337. Each 
month this year has shown a substan- 
tial gain over the corresponding month 
of 1935. 

Provident Life, N. D.—In October 
each member of the full-time agency 
force was given a quota, the aggregate 
of which would make the month the big- 
gest in 1936; 74 percent of the field men 
wrote their quotas; 41 percent exceeded 
their quotas, and 13 per cent doubled 
their quotas assigned. It was necessary 
to go back to June, 1927, to find a month 
equal in volume to that of October. The 








more. 


ing. 








OVER 5,000 WEEKS 


The App-A-Week Club of The Midland Mu- 
tual Life now has 67 qualified members who 
have produced consecutive weekly applications 


aggregating more than 5,000 weeks. 


At the end of each quarter, App-A-Week Mem- 
bers are awarded prizes which may be taken in 
cash or applied to the wholesale purchase of 
articles numbering more than 500 and listed in 
our App-A-Week Prize Book. 


Mr. S. L. Yochum, Camden, Ohio, has been a 
member of the App-A-Week Club for 12 years, 
7 others average three years, and 27 additional 
workers have been members for one year or 


App-A-Week membership assures steady pro- 
duction and ultimate success in life underwrit- 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 


final figures showed a 73 percent in- 
crease over the same month of 1935, and 
for the ten months an increase of 24.7 
percent. 

Liberty National.—October new busi- 
ness largest in history; more than 50 
percent increase. First 10 months, 19 
percent increase. Insurance in force in- 
creased $8,900,000 during last 12 months, 
being $57,500,000, assets, surplus, and 
cash income also rose. President F. P. 
Samford noted improved business condi- 
tions in the south. 


Yeomen Mutual Life.—Reports 34 per- 
cent gain in business for October. A 
Christmas bonus campaign announced, 
starting Nov. 1 and continuing to Dec. 
15. All agents are eligible to compete. 

W. B. Combs, Northwestern National 
Life, Oregon—October production topped 
all previous records with an increase of 
88 percent. 

C. W, Peterson, Phoenix Mutual Life, 
San Francisco—Has exceeded the paid 
premium record of the month previous 
for 14 consecutive months. This does 
not include single premium cases. 

Walter D. Irwin, General American 
Life, Los Angeles—Paid volume is about 
60 percent ahead of last year. 

H. S. Standish, Sun Life of Canada— 
Agency continues in first place in the 
company’s entire field. 

H, A. Dillman, Security Mutual of Ne- 
braska, Lincoln — Reports’ consistent 
gain in insurance written each month 
this year. August production was 322 
percent, September 143 percent and Octo- 
ber 124 percent of the amount for the 
same month in 1935. The gain stands 
at 144 percent for the 10 months. 

W. G, Gastil, Connecticut General Life, 
Los Angeles—Paid-for new business for 
October gained 22 percent in premium 
income and 33 percent in volume. To 
Nov. 1 the agency is about 38 percent 
ahead. 

John W. Yates, Massachusetts Mutual 
Life, Los Angeles—New business for- 
warded to the home office in October, 
including annuities, was $944,676, covered 
by 126 applications. 

Mark S. Trueblood, Union Central 
Life, Los Angeles—Showed a gain of 8 
percent in paid-for new business. 

R. L. Hoghe, Equitable Life of Iowa, 
Los Angeles—Gained 56 percent in new 
paid business in October and 17 per- 
cent for the year to Nov. 1. 





Insurance Men Selected to 


Study Newark Tax Problem 


NEWARK, Nov. 19.—Appointment 
of a committee of business and profes- 
sional men and lawyers to study the 
possibility of substituting a tax for the 
personal property tax was announced 
this week by Finance Director Minister 
of Newark. Insurance men on the com- 
mittee include Col. L. B. Ballantyne, 
head of the surety department of the 
Commercial Casualty; J. M. Byrne, Jr., 
local agent, H. K. Corbin, director 
American of Newark, E. D. Duffield, 
president Prudential, W. C. Fiedler, lo- 
cal agent; John R. Hardin, president 
Mutual Benefit Life; John R. Cooney, 
president Firemen’s; Paul B. Sommers, 
president American of Newark. It is 
expected that a meeting of the meet- 
ing will be called within a week. The 
recommendations made will be drafted 
into legislation to be presented to the 
next legislature, meeting in January. 
The tax has been one which the insur- 
ance companies and other large corpo- 
rations have been fighting for some 
years, as being excessive. 


Effect of Radical Laws in 
Canada on ’36 Statements 


OTTAWA, CAN., Nov. 19.—The 
Dominion department would be glad 
to receive from companies at the earliest 
possible date the usual estimate of the 
net increase in book value surplus as a 























result of the operations of 1936 after 


—_ 


and assuming no change in the val 
ation of or reserves against assets 4 
writing off of assets due to legislation 
or voluntary agreements, , 

An estimate should be furnished f 
the probable effect of provincial legis 
lation or voluntary adjustments on the 
real estate mortgages and sale sate. 
ments of the companies, 

For the province of Alberta this esti- 
mate should be shown under the thre 
headings: . 

(a) Deduction from the principal dye 
to the crediting to principal account of 
interest collected since June 1, 1939 

(b) The wiping out of due and ac. 
crued interest which would ordinarily 
appear in the statement for 1936, , 

(c) The discounting of future instal. 
ments of outstanding mortgage prin. 
cipal. 

For the province of Saskatchewan the 
estimate should show the amount of jn. 
terest to be written off accruing prior 
to Jan. 1, 1935, (a) which would or- 
dinarily be carried into the statement 
for 1936 and (c) other. 

Should any similar adjustment be 
made in respect of the mortgages jn 
any other province before the end of 
the year, information similar to the 
foregoing should be furnished. 





Civic Minded Producers 


A group of business men of Rome, 
Ga., has proposed formation of a citi- 
zens’ committee to write $1,000,000 or 
more of business to be placed on the 
books of the newly reorganized State 
Mutual Life of Rome in appreciation of 
the efforts of J. M. Graham, Geston 
Garner and their associates in effecting 
the reorganization. 


Host Official Arranges 


Entertainment Features | 














U. A. GENTRY 


J. Gilbert Leigh, head of L. B. Leigh 
Co., general agents at Little Rock, 
has been appointed chairman of the en- 
tertainment committee, looking after the 
meeting of the National Association of 
Insurance Commissioners which meets 
at Hot Springs the week of Dec. 7. 
Herbert L. Thomas, president of the 
Pyramid Life, is vice-chairman of the 
committee. Commissioner U. A. Get- 
try of Arkansas will be the official host. 
There will be no set speakers at the 
meeting. There will be chiefly execu- 
tive sessions, meetings of committees 
and conferences. 

A sight-seeing trip will be one of the 
features, Dec. 7. The visitors will play 
golf at Hot Springs Country Club that 
afternoon. Monday night a dinner will 
be held in honor of visiting commis- 
sioners, deputies and their guests. - 
luncheon in honor of women guests will 
be held Tuesday and a bridge party that 
afternoon. A dinner-dance will be held 





dividend requirements have been met, 


that evening, with more golf Dec. 9. 












Novel 
















r 20, 1935 
— 
the vyaly. 
Assets op 
legislation 


nished of 
“lal legis. 
tS On the 
le agree. 


this esti. 
the three 


Cipal due 
count of 
1932, 
and ac. 
rdinarily 
6. . 


€ instal- 
ge prin- 


wan the 
nt of in- 
NY prior 
ould or- 
fatement 


lent be 
ages in 
end of 
to the 















November 20, 1936 


LIFE INSURANCE EDITION 


9 








sodal Security Act Gives 
Big Stimulus to Life Sales 


ALERT AGENTS PREPARING 





Individuals Are Made Age 65-Con- 
scious; Places Emphasis on Re- 
tirement Plans 





NEW YORK, Nov. 19.—Forward- 
looking agents, particularly those deal- 
ing with younger prospects and clients, 
are already planning to build a substan- 
tial sales appeal around the federal So- 
cial Security act. 

In the first place the Social Security 
act helps, by making people “65-con- 
scious.” Many prospects, especially 
younger men, have shown interest in re- 
tirement plans based on age 50 or 55. 
Being young, however, they were not 
much interested in an income which 
would not start until age 65, which 
looked like a Jong way off. The cost, 
however, of buying any kind of decent 
income to start at 50 or 55 is vastly 
more than when the same income is to 
start at 65, because of the shorter pe- 
riod of accumulation and the greater ex- 
pectation of life after retirement. The 
Social Security act, with its emphasis 
on age 65 as the retiring age, fixes some- 
thing of a general standard. 


Makes $50 a Month Look Good 


Another valuable angle of the social 
security act is that it makes an insur- 
ance income of $50 a month or so look 
very good in the light of its being com- 
bined with the Social Security income of 
anywhere up to $85 per month. With- 
out the government plan, a $50 a month 
income left many prospects cold because 
they knew they could not possibly live 
on so small an income. 

The Social Security act will also have 
the effect of emphasizing that life in- 
surance contracts give good value. When 
the employer’s contribution is taken into 
consideration the Social Security plan 
really gives the younger employe less 
than he can get under a life insurance 
program. Of course, under the latter 
he has to pay the entire premium him- 
self, though it may be a question 
whether he does not do it also under 
the government plan, since the employer 
must inevitably keep down wage and 
salary scales to offset the loss occasioned 
by the social security taxes. 

or example, a man 25 years old earns 
$3,000 a year, which entitles him to the 
maximum benefits under the govern- 
ment plan. He and his employer must 
contribute for his account $180 a year 
for which he will get back $85 a month 
beginning at age 65. 

On a guaranteed cost basis he can 
get from a private company, for about 
$3 a year more, the same income at age 
65, plus an $8,500 death benefit if he 
should die any time after he starts pay- 
ing premiums, and also much more lib- 
eral cash values if he drops out. His 
income starts at 65 whether he quits 
work or not, which is not the case with 
the government’s plan. For a slight ad- 
ditional premium he can get premium 

waiver, which will guarantee that total 
Permanent disability will not prevent the 
Consummation of his plan and from 
some companies he can get income dis- 
ability. If he doesn’t want the death 
benefit feature he can get the other items 
lor around $130 a year. 


Cederquist Buffalo Speaker 


The Buffalo C. L. U. heard M. O. 
Cederquist of the Travelers explain fea- 
tures of new social security legislation 
about to go into effect. 

Mr. Cederquist said there is a general 
lack of understanding of the measure, 
ut expressed the opinion that it is 
favored in principle by the great ma- 
jority of Americans. The big problem, 
in his opinion, is to so distribute the 
Cost of social security that the tax will 
be collected from all citizens in direct 
Proportion to their ability to pay. 








Joseph Futz Gets White House Letter 








EIGHTY-FOUR, PA., Nov. 19.— 
There was quite a jitter and a titter in 
our community Tuesday morning when 
the mail thrown off of No. 33 had been 
distributed and our popular and efficient 
postmistress, Lydia Glutkert, let it be 
known that Joseph Futz, eminent insur- 
ance leader, had received a letter from 
the White House at Washington. She 
communicated at once with him. The 
news soon spread and by the time 
Joseph reached the postoffice there were 
some 16 or 18 people awaiting him, 
anxious to learn the contents of the let- 
ter. As Mr. Futz neared the postoffice 
he was given the Chautauqua salute and 
he responded with gravity and defer- 
ence. As he emerged from the postof- 
fice, standing on the steps, he stated that 
out of respect to the high and exalted 
office of chief executive of the U. S., he 
felt it would be unseemly to speak about 
the letter until he had read it carefully 
and pondered over its contents. 

Later in the day Mr. Futz issued an 
invitation to his policyholders and others 
who would pledge themselves to take 
insurance with him during the next six 
months for a reception in the social room 
of the Evangelical Lutheran Church at 7 
o'clock when the White House letter 





would be on exhibition. He stipulated 
that those who were not policyholders 
must each agree to purchase at least 
$1,000 of life insurance or other kinds of 
insurance with a minimum of $10 in pre- 
miums. The company gathered 15 min- 
utes before the time and as all were 
seated, Mr. Futz entered from the side 
room and was immediately greeted with 
uproarious applause and cheers, the ova- 
tion lasting for a full minute. He pre- 
sided over the deliberations with credit- 
able aplomb. All arose and sang “Amer- 
ica,’ being led by Rev. Eubach, accom- 
panied by Mary Louise Hammerschlag. 
Next, our primary teacher, Laura 
Schmidt, read Lincoln’s Gettysburg ad- 
dress with such feeling that at the end 
there was scarcely a dry eye in the 
house. 

At this time the great moment had 
arrived when the White House letter 
would be unveiled. It had been pinned 
to the drapery on the wall and neatly 
covered with an exquisite purple silk 
handkerchief. Little Gypsy Baumke, at- 
tired in white organdy with pink rib- 
bons, was placed on the chair and she 
lifted the handkerchief. Mr. Futz read 
the letter and stated that at the close all 
would have an opportunity to examine 





it. Then in a 45 minute talk Mr. Futz 
outlined the seven point program he had 
suggested to President Roosevelt for the 
handling of the insurance industry. He 
spoke of the great dangers to the coun- 
try and showed how Asiatic and Russian 
monarchs are attempting to supplant in- 
surance men, storekeepers, garage folks 
and others with cooperatives. All were 
deeply impressed with Mr. Futz’s elo- 
quent and clear sounding address. 


Tribute Is Paid Mr. Futz 


Rev. Eubach then paid notable tribute 
to Mr. Futz, stating that this recognition 
of him by the White House placed him 
in the very forefront of the citizenry of 
not only Washington county but west- 
ern Pennsylvania. He declared that 
hereafter Mr. Futz would have to be 
taken into consideration in any political 
or business move. The audience then 
arose and sang the “Stars and Stripes 
Forever.” 

The letter sent to Mr. Futz from the 
White House reads as follows: 

WHITE HOUSE, WASHINGTON, D. C. 
Nov, 14, 1936. 

Joseph Futz, 

Highty-Four, Pa. 

Dear Mr. Futz: 

The President asks me to thank you 
for your letter and its expression of 
good will. He also appreciates the sug- 
gestions and comment that you made. 

(Signed) Marvin McIntyre, 
Secretary to the President. 





I did an ‘unselfish’ thing. But in the end... 1 


was sorry. My husband was a professional 


daughter went to work when she graduated 


from high school. I think she’s fairly happy— 








man,and his income came entirely from his work. 
He used to say to me, ‘The only asset I have is 
in my head—if anything ever happens to me 
things are not going to be so pleasant for you.’ 
So he developed a keen interest in life insur- 


ance. He bought it when he could, as 











his income grew. But we had to 
deny ourselves to pay for it, 
and sometimes I didn’t feel 
right about it.«o One day 
he told me his life insur- 

ance agent had worked 

out a new arrangement to 
give mean adequate monthly 
income for life, in case of his 
death, and in addition to provide 

for the education of our children. « 
I asked him how much more this 
new plan would cost. He told me— 


and I told him I didn’t want him to do \ 


P X 
it. He finally gave in. I thought at the NE 


time that I was doing it for his sake. Sometimes 
I wonder if I wasn’t at heart more interested in 
increasing our standard of living than I was 
in lightening his burden. But that doesn’t make 
any difference now.« He was killed by a 
drunken driver not long after that. He left 
about $20,000 in life insurance. Paid as a life 


income, this gives me about $90 a month. My 


young people can be that way. My son is 
going to try to work his way through the 
university. That’s wh as easy as it was a few 
years ago. This is not what my husband 
wanted. His greatest desire was to provide for 
me, and to provide an education for 

our children. I’m always going 
to be sorry that I made it im- 
possible for him fully to rea- 
lize that desire.” co <2 «2 
A woman need not feel 
that it is her “unselfish” 
duty to object to wise, care- 
fully considered purchases of 
life insurance. Usually a man’s 
deepest pleasure is to provide for 
his wife and children—during his life, 
and after his death.» The NYNLagent 
uses a new “Chart Plan’’—a simple, ac- 
curate method of finding your true life 
insurance needs, and of covering them 
surely and economically. Ask him to show it 
to you. And ask him for the facts about this 
half-century-old Company’s record of stability 
and growth—particularly during the depression. 
It is outstanding, even as compared to the 


fine showing of all life insurance companies. 


Northwestern National Life Insurance Compan 
pany 
O. J. Arnold, President 
Minneapolis, Minnesota 


STRONG LIBERAL 





This ad appeared originally as a full page in Time magazine for November 16 
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AGENCY MANAGEMENT 





Full Card for Supervisors, 
Managers of Pennsylvania 





The program is announced for the 
annual managers and supervisors con- 
gress of the Pennsylvania State Asso- 
ciation of Life Underwriters in Her- 
shey, Pa., Dec. 9-10. The speakers for 
the first day will be Paul Speicher, In- 
surance Research & Review; C. J. Zim- 
merman, Newark general agent Con- 
necticut Mutual; T. G. Murrell, New 
York general agent Connecticut Gen- 
eral; C. G. Metzger, E. Woods 
Company, Pittsburgh, and Irvin Ben- 
diner, New York Life, Philadelphia. 

At the second day’s session, the 
speakers will be Abner Thorp, editor of 
Diamond Life Bulletins, published by 
THe NATIONAL UNDERWRITER; M. L. 
Williams, Provident Mutual Life; H. A. 
Ford, secretary Sales Managers Asso- 
ciation of Philadelphia; C. L. McMil- 
len, New York general agent North- 
western Mutual; V. B. Coffin, 


superintendent of agencies Connecticut 
Mutual. 


- E.C. Kelly, Jr., Is Speaker 


Eugene C. Kelly, Jr., conservation 
supervisor of the Home Life, addressed 
the meeting of the Indianapolis Man- 
agers & General Agents Association. He 
presented his company’s quality pro- 
gram and the use of the “Persistency 
Rating Chart” which he had outlined 
two weeks previously before the meet- 
ing of the Life Agency Officers and the 
Sales Research Bureau in Chicago. 


Subjects for N. Y. Meeting 


J. Harry Wood, agency comptroller 
John Hancock Mutual Life, will speak 
on “Training: Capitalizing on the Ex- 
perience of Others,” at the annual meet- 
ing of the New York City Life Man- 
agers’ Association at the Waldorf-As- 
toria Dec. 3. “An Analysis of Recruit- 
ing Trends” will be the topic handled 
by Paul Speicher, managing editor, In- 
surance R & R Service, Indianapolis. 
The conference will start at 2:30 o’clock. 























Forty-Third Year... 
of Steady Progress 


fey first State Life policy was written September 
24, 1894, Entering upon its forty-third year of 
service, The State Life Insurance Company of 
Indianapolis has approximately 88,000 policies and 
$194,000,000 of insurance in force. he 


* 





se ee 

State Life has paid over $110,000,000 to policy- 
holders and beneficiaries. In addition it holds 
$50,000,000 in assets for their benefit. The Com- 
pany has over $4,378,000 in cash and government 
securities, providing ample liquidity. . . . The 
State Life operates in twenty-five states. Its vet- 
eran agents are notably successful. A “1936 
Model” program of educational and sales helps is 
provided month by month. To qualified men and 
women, The State Life offers attractive agency 
opportunities. 
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There will be a short business meeting 
following the management session, after 
which dinner will be served in the Rain- 
bow Room. There will be music and 
entertainment at the dinner, at which 
many home office representatives who 
will be in the city for the Life Presi- 
dents’ Association convention will be 
guests of their respective managers and 
general agents. 


Philpott Speaks in Oklahoma 


P. J. Philpott, home office agency as- 
sistant of the Phoenix Mutual, spoke 
before the Oklahoma General Agents 
Association, dealing with training and 
supervision, stressing the need for am- 
ple supervision of individual agents. He 
has been visiting with the Oklahoma or- 
ganization, which is headed by George 
C. Summy. 








Underwriting Movie 
Folk Is Discussed 


(CONTINUED FROM PAGE 3) 
insurance may be forced in self defense 
to consider revision of the plan of com- 
pensation, and in some way introduce 
quality as a factor, Mr. Fulton said. 
Mr. Reid discussed Mr. Fulton’s paper. 

Mr. McAndless analyzed problems 
connected with underwriting alcoholic 
habits cases. He had made a study of 
1,140 cases in the experience of his com- 
pany to determine effect of ratings on 
not-taken figures, and found them but 
a few points higher than on sub-stand- 
ard not-takens. When medical impair- 
ments also appear, he said, the not- 
takens increase with the extra premiums 
charged. From an anti-selection view- 
point, there is no great difference 
between medical and habits groups in 





heavy rating classifications. Mortality 
is almost the same as sub-standard 
mortality in the Lincoln National, 


though the figures were taken prior to 
1930 and may be affected by prohibi- 
tion repeal. Generally, mortality is bet- 
ter by amount of insurance and poorer 
by number. Proof of material loss is 
yet to be made. 


Cases Can Be Underwritten 


He expressed belief that sub-standard 
habits cases can be written successfully, 
but double indemnity should not be 
granted in any case where there is a 
history of excesses of any kind. 

Mr. Shepherd of the Prudential 
analyzed experiences which have been 
published on overweights. He con- 
cluded that by giving proper considera- 
tion to family history, measurements, 
blood pressure and other factors, a 
system of debits and credits can be 
developed which will enable picking the 
best of a group of individuals of the 
same height and weight. 

“In general,” he said, “I feel that the 
combination of overweight with a physi- 
cal impairment, particularly if the im- 
pairment is indicative of impending de- 
generative disease, is more unfavorable 
than the combination of ratings alone 
would indicate.” 

Other Subjects Discussed 


Messrs. Edwards and Turner of the 
Prudential discussed fatal accidents in 
American and Canadian lighthouse 
services, finding the service relatively 
free from hazards. Fishing operations 
on the Atlantic and Pacific Coasts were 
discussed by Mr. Bell. The U. S. navy 
submarine service was discussed by 
Mr. Harrison of the New York Life. 
He presented a table giving an 11-year 
fatal accident picture as to officers and 
men. 

Underwriting problems were taken 
up at a final session, Austin Reilly, 
supervisor of risks Mutual Life of New 
York, presiding. 


Volunteer State to Detroit 


The Volunteer State Life will hold its 
1937 annual convention in Detroit next 
summer. Prior to the seven-day meet- 




















ing, the delegates will be taken on a trip 
through that part of the country. 
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B. H. GROVES 






B. H. Groves, first assistant manager 
of the Travelers branch in Chicago, in 
charge of training in all units there, has 
been elected president of the Life 
Agency Supervisors of that city at the 
annual meeting. Mr. Groves until 15 
years ago when he went with the Tray. 
elers at Omaha as field supervisor was 
an economics professor in the Univer. 
sity of Nebraska. From Omaha he was 
advanced to Iowa branch manager at 
Des Moines, and then was shifted to 
Chicago. 















Massachusetts Mutual Gains 


Report of Operations for First Nine 
Months Shows Improvement in 
All Directions 








The Massachusetts Mutual Life has 
made a report to its general agents of 
the record for the first nine months of 
this year. New business delivered up to 
Oct. 1 amounted to $102,706,595, an in- 
crease of 8.1 percent over the corre- 
sponding period in 1935. There was an 
increase every month. Business in force 
increased $12,014,296. Mortality ratio 
was 56.9 percent as compared with 592 
percent last year. Total income for the 
nine months was $2,551,003 greater than 
for the nine months in 1935. Income 
from interest and rents on a cash basis 
for the 12 months ended Sept. 30 was 
the highest it has been since March 
31, 1933, the gross rate at preesnt being 
4,923 percent. Disbursements increased 
$1,398,785 as compared with last yeat. 
There is an increase in ledger assets for 
the 12 months ending Sept. 30 of $40; 
529,330. Cash paid for surrendered poli- 
cies decreased in the nine month period 
by $3,829,352. 

During the nine months Massachw- 
setts Mutual purchased $70,934,000 i 
bonds, viving an average yield of 3.58 
percent. This was an increase in amount 
and in yield, as compared with last yeat. 

There was a profit in the nine months 
from exchange, sale, call or maturity of 
bonds of $672,830. Market value o 
‘bonds was $13,195,098 in excess of amotr- 
tized value. New policy loans made 
were the smallest for any period since 
1929. At present there are 121,162 loans 
totaling $63,878,421. Soe 

The real estate account is definitely ™ 
the black. There was an improvement 
for the nine months of $290,239 as com- 
pared with last year. 


Tax Commissioner Is Speaker 


Henry F. Long, state tax commis 
sioner, discussed taxes at the Boston 
Life Insurance Trust Council’s monthly 
dinner meeting. President J. H. At 
wood presided. 



















yovember 20, 1936 


LIFE INSURANCE EDITION 











Raise War Chest 
for Section 55a 
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when arranging trust agreements. 
There is already evidence, Mr. Connell 
gid, that efforts are being made to 
take advantage of this apparent partial 
invalidation of Section 55a by agents 
seeking to recommend new policies for 
substitution where the original policies 
have at any time been made payable to 
the estate. If this decision should be 
glowed to stand, Mr, Connell pointed 
out, there is no way in which the Life 
Underwriters’ Association, the state in- 
surance department or the insurance 
companies could criticize the substitu- 
tion of new policies for those which had 
ever been made payable to the estate. 

Inasmuch as 21 other states have laws 
identical with New York’s Section 55a 
or very similar to it, the effect of Jus- 
tice Schmuck’s decision being sustained 
might reach far beyond the borders of 
New York State. 

In the Tid Bit Soda Shops case, the 
association’s attorney, Albert Hirst of 
New York City, had to take up the case 
after it had already received an adverse 
decision in the supreme court, the court 
of original jurisdiction. The present 





































man; : 
hicaae plan is to take a case from the begin- 
there, has ning, so that all the facts may be set 
the Life Mm forth correctly and completely at the 










ty at the outset in the lower court, with the 
until 15 greatest possible chance of carrying 
the Tray. through to a successful conclusion in 
risor was the Court of Appeals. 
| yi Superintendent Pink Speaks 
hac Superintendent Pink of the New York 
hifted to department addressed the association at 
its luncheon meeting. Uniform insur- 
ance laws and uniform taxation of in- 
—————— surance companies are much to be de- 
Gains sired, Mr. Pink said. However, he 
doubted that uniformity should be 
achieved through federal control, but 
st’ Nine said that if federal control is to be 
it in avoided there must be a great deal more 
uniformity attained by the states. 
Complete freedom from taxation is 
‘ife h more than life insurance can hope for, in 
=11€ has view of the need of taxing bodies for 
ae : money, Mr. Pink said. At the same 
id weit time there should be uniformity, as 
ao taxes now run from % of 1 percent to 
: otitis 3 percent. He expressed the opinion 
wanes that 2 percent is coming to be recog- 
rity “is nized as a fair and reasonable premium 
y ratio tax, beyond which no state should go. 
ith 592 He deplored the action of Texas in 
for the putting an increased tax on insurance 
er than to help pay for social security, saying if 
Income itis followed by other states, it may be 
h basis avery serious situation, and that every- 
30 was thing should be done to see that unfair 
March and unreasonable taxes are not imposed. 
these. Federal Program Not Hostile 
t year. Since life insurance is social security, 
ets for Mr. Pink said he saw nothing hostile 
vf $40, in the federal program of unemploy- 
d poli ment insurance or old age security. The 
period United States should have had these 
things long ago, he said, adding that 
‘sachu “you cannot sell insurance to those who 
000 in cannot buy it, and if the country is 
of 3.58 more prosperous, there will be a greater 
mount field than ever for the sale of life in- 
t year. surance.” 
nonths S. L. McCarty of the State Mutual 
rity of Life in Albany, and chairman of the 
ue ol committee in charge: of legislative ac- 
amor tivities, said there is some danger that 
made the bill permitting savings banks to is- 
since Sue life insurance along the lines of the 
loans Massachusetts plan, would be intro- 
. duced at the coming legislative session. 
ely r R. G. Engelsman, president New 
wpivers York City Life Underwriters’ Associa- 
a tion and general agent Penn Mutual 
Life, spoke on the publicity activities of 
the New York organization. Arthur V. 
or Youngman of the De Long agency, Mu- 
; tual Benefit Life in New York City, 
amis spoke on “Quota Busting.” Repre- 
ay sentatives from 16 local associations at- 





tended the meeting. 
J. S. Myrick. manager Mutual Life of 
New York in New York City and first 








president of the state association, spoke 
on the history of New York’s insurance 
laws and the cooperative work done by 


life underwriters’ associations in the 
state, 
Beside Superintendent Pink, repre- 


sentatives of the New York department 
included Deputies Rollin M. Clark and 
T. J. Cullen and George H. Jamison, 
head of the license bureau. 


Patterson Urges Action on 
Cooperative “Ad” Campaign 





(CONTINUED FROM PAGE 3) 


mistake to advertise particular policies 
rather than the benefits and value to 
be derived from the institution as a 
whole. 

The reactions of field men to national 
advertising, direct mail and newspaper 
programs was reviewed by Mr. Patter- 
son. He stressed the importance of ef- 
fective advertising at the present time 
because of the rising security market 
which will tend to blot out the “best 
investment” idea regarding life insur- 
ance. Frank statements of the value 
and need of life insurance to the Amer- 
ican public at the present moment 
seems most advisable, he declared. He 
urged the tendency to “glorify” agent’s 


service and aid him in establishing pres- 
tige. 

In discussing direct mail advertising 
Mr. Patterson said that too much time 
has been spent by advertising managers 
in preparing the material and not suf- 
ficient time on selling the agents on the 
idea of putting it to use. The reason 
this form of advertising has not been 
more successful in the past is not be- 
cause of the letters and material as 
much as the lack of a definite, specific 
selling plan. 

An ‘enthusiastic appeal for more 
newspaper advertising was made by Mr. 
Patterson. News regarding accidents, 
deaths, disease and other vicissitudes of 
life in the newspapers tie up with the 
product which life insurance companies 
have to sell, he said. 


John Hancock ’37 Meeting 


The Hotel Greenbrier at White Sul- 
phur Springs, W. Va., has been selected 
by the John Hancock General Agents 
Association for the 1937 convention of 
leading agents, who will meet there 
Aug. 18-20. 


Jack Lawrence, formerly Kansas City 
general agent of the Berkshire Life, and 
until recently general agent of the 
Bankers Life of Nebraska, has joined 
tthe ordinary department of the Pruden- 
tial as a producer. 











New Man in the Field Is 
Meeting Great Success 








A. T. Lynner of Des Moines, general 
agent of the General American Life, 
appreciates as do all men in his position 
the difficulty in starting new men in 
the business and getting them to work 
satisfactorily. He gives a recent case 
in his agency which will show what a 
man can do if he has the ability and 
tries to get somewhere: ; 

“On Sept. 1, 1936, Ira Melaas of Win- 
terset, Ia. who for some years has 
been connected with the state banking 
department, became a full time agent 
with our company and in September, his 
first month in the business, produced 
$16,500 of business and in October, his 
second month produced $24,500, which 
gives him a total of $41,000 his first 
60 days. To date for November, he is 
also doing an outstanding piece of work. 
He gives so much attention to pros- 
pecting that we look for his volume to 
continue month after month. In other 
words, this is a case where a man 1s 
not only writing a commendable vol- 
ume of business, but he is bringing the 
prospecting job up to the requirements 
as well.” 
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Just as surely when our sales plans are presented 
effectively, one man in seven buys— 
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problem at head offices that is causing 


It was discussed at the recent joint 
meeting of actuaries at White Sulphur 
R. C. McCanxre of the 
EguiraBLe Lire of Iowa, who is presi- 
dent of the AMERICAN INSTITUTE OF AC- 
He directed attention to the 


i2 THE NATIONAL UNDERWRITER 
h concern. 
EpitroriaLt Comment UU 
Springs by 
Realistic Attitude Is Noted 
THE statement by SUPERINTENDENT an income which will assure them an | TUARIES. 


Pink of the New York department at the 
ALBANY meeting of the New York 
STATE ASSOCIATION OF LIFE UNDERWRITERS 
to the effect that “you cannot sell in- 
surance to those who cannot buy it” 
reflects a realistic attitude which might 
well be more widely adopted in the life 
insurance business. In line with the 
American credo that it is always desir- 
able for the individual to look out for 
his own interest rather than depending 
on the government to help him out, it 
has frequently been said that life insur- 
ance, rather than government-administered 
social security is the real answer to the 
social security problem. Yet the fact 
remains that large sections of the pop- 
ulation, even in the most prosperous 
times, never have enough of a surplus 
to buy anything like an adequate 
amount of life insurance, to say nothing 
of making a serious attempt to provide 


independent old age. 

Social security legislation, like the 
automobile, appears to be here to stay. 
Hence, there is no particular reason for 
the life insurance business to attempt to 
take the responsibility for seeing that 
the great mass of American people pro- 
vide for their retiring years. 

The assumption that life insurance by 
itself constituted the entire answer to 
the American people’s social security 
problem tended to weaken the case for 
life insurance, since it was obvious to 
thoughtful observers that there are in- 
evitably millions of the population who 
would never be in a position to buy a 
worth while retirement policy. Freed 
of any supposed obligation to extend 
retirement coverage to these classes, the 
position of life insurance among the 
great middle group should be stronger 
than ever before. 


Time to Return Cooperation 


LiFE insurance general agents and field 
men should cooperate with their com- 
pany’s advertising man in sales work. 
At the meeting of the Lire ADVERTISERS 
ASSOCIATION in Chicago it was very evi- 
dent that all the advertising men are 
conscious of the great need for getting 
agents to use the material they pre- 
pare. In the past life insurance adver- 
tising men have been accused of not be- 
ing familiar with the field man’s prob- 
lems and not keying the advertising to 
his work. This criticism is becoming 


out of date because the advertising men 
are studying the field man’s problems 
and are trying to do their best to fit 
into the sales program. 

The field men on the other hand have 
not given the advertising men the co- 
operation which they deserve. They 
still have a tendency to criticise and do 
nothing to cooperate. Advertising men 
are sincere in their efforts to cooperate 
with the field and it is time now for the 
field men to stop the general criticism 
and return the cooperation. 


Cost of the Extra Service 


INASMUCH as the investment earnings 
of life companies have been so greatly 
reduced it behooves them naturally to 
watch every possible source of profit 
and also to study items of outlay to see 
whether savings can be effected here and 
there. 

Originally companies paid their death 
losses in a lump sum. It meant the 
transmission of a check or draft to the 
proper beneficiary or administrator and 
that ended the transaction. 

Then was inaugurated the weekly in- 
stalment plan whereby a company not 
only was the medium for the creation 
of an estate but it became, in a sense, 
an administrator. It was seen that 
beneficiaries often lost their insurance 
fund in short order where it was paid 
in a single amount. The monthly in- 
stalment plan was started for the bene- 
fit of beneficiaries and also to enable the 


policyholder to carry out with a greater 
degree of efficiency the plan he had in 
mind in protecting his dependents. The 
investment of funds, the actuarial cal- 
culations and other extra expense did 
not bear very hard on companies during 
the days when profits were larger. 

As time went on the companies be- 
came more liberal and introduced vari- 
ous settlement options granting addi- 
tional benefits and services which it is 
now found cost a company thousands 
of dollars which were not contemplated 
in the original form of protection. It 
is now a problem how to invest funds. 
Therefore when extra amounts are left 
with companies to look after it causes a 
severe strain on the investment depart- 
ment. The investment, actuarial and 
legal expense, clerical hire and so on, 
all were brought about by this more 
widely extended service and creates a 


various settlement options and recom- 
mended that the complicated disposition 
of policy proceeds be clarified and that 
there be simplification and standardiza- 
tion, In his address he said, “If these 
benefits or services are a source of ex- 
pense to a company and the advantages 


ay 
therefrom are not shared equally by gj 
policyholders, the result is that Certain 
groups of policyholders benefit at the 
expense of others.” 

Therefore a company is giving jn. 
vestment, trust, legal and other ser. 
ice for nothing. The policyholder js Not 
called upon at all to participate. It wil 
not be surprising to see some of the 
companies follow the recommendation 
of Mr. McCanxie and do some revamp. 
ing. It is items of this kind that wil] 
have to be taken into account far more 
assiduously than they have before be. 
cause they are costly. 











PERSONAL SIDE OF BUSINESS _ 





R. L. Feldman, rounding out 10 years’ 
service with the Edward A. Woods 
Company agency of the Equitable Life 
of New York in Pittsburgh, celebrated 
his anniversary by leading the agency 
in volume of life insurance sold in 
October. 

Fred T. Rench has completed 25 years 
of service as general agent in St. Louis 
of the National Life of Vermont. 


_ 


Walter H. Jurgensen, who founded 
the Western Union Life of Nebraska, 
but who has been more active as a 
newspaper publisher than in the insur- 
ance field in the last year, was reelected 
lieutenant governor of Nebraska for the 
third time. 

Insurance Commissioner Dan C. 
Boney was reelected to office in North 
Carolina and therefore will remain on 
the throne, to the great satisfaction of 
all who know him. 


Charles F. Williams, president of the 
Western & Southern Life of Cincinnati, 
decorated by the Pope as knight com- 
mander of the Order of St. Gregory, who 
was former chairman of the Cincinnati 
Community Chest, has been elected 
president of a new board of trustees of 
the Catholic Charities of the Archdiocese 
of Cincinnati, Archbishop McNicholas 
announces. All Catholic organizations 
and institutions will be assisted by the 
Catholic Charities. 

P. R. Garrison, manager of the New 
York City ordinary agency of the Pru- 
dential at 217 Broadway, has completed 
35 years of service as a Prudential man, 
having started in 1901, as a clerk in the 
home office. Manager Garrison re- 
mained in the home office until 1907, 
when he was made cashier in the New 
York ordinary office and in 1910 was 
promoted to superintendent of agents. 
Later he was advanced to assistant man- 
ager and on March 4, 1929, assumed 
complete supervision of ‘the agency. 


Dr. Arthur Hunter, vice-president 
New York Life, who has traveled ex- 
tensively throughout the world, and 
who recently visited Japan, and China, 
gave an interesting talk on “Travel Ex- 
periences Under Many Flags” at the 
Unity Alliance in Montclair, N. J. He 
is president of the Montclair Art Mu- 
seum. 


The taxicab accident in Dallas, Tex., 





during the meeting of the American 





one, 


Life Convention, in which a number of 
conventioneers were involved, was 
more serious than at first thought. For 
instance, Mrs. T. A. Sick of Lincoln, 
Neb., wife of the vice-president and 
treasurer of the Security Mutual Life 
of that city, sustained a crushed ver. 
tebra and has had to wear a leather col. 
lar. Mr. Sick was banged up to some 
extent. 

John J. King, president of the 
Hooper-Holmes Bureau of New York 
City, has made it an annual custom to 
give a dinner the night before the an- 
nual meeting of the Association of Life 
Presidents in honor of the new presi- 
dent of the American Life Convention, 
This year he is extending the same 
courtesy to T. A. Phillips, president of 
the Minnesota Mutual Life, who was 
elected head of the organization at 
Dallas. The function will be held Dec. 
2 at the New York Athletic club. 


C. K. Brust of Brust & Von Breton, 
managers of the Los Angeles agency 
for the Guardian Life, won a place in 
the company’s guard of honor which 
will act as President Heye’s escort at 
the Banff convention next year. Quali- 
fication for membership in the guard of 
honor is hotly contested. 


M. M. Studebaker of Denver, 54, 
Colorado and Wyoming manager of the 
Business Men’s Assurance, accidentally 
shot and killed himself while cleaning 
a rifle) He had been manager of the 
Business Men’s Assurance there for 
seven years. He was with that com- 
pany when it was first formed and later 
went to the Bankers Life and then the 
Minnesota Mutual, returning to the 
Business Men’s Assurance in recent 
years. 


Roy H. Kerr, manager for the State 
Life of Indiana at Detroit, has been 
elected president of the Riverside Ki- 
wanis Club of that city. Mr. Kerr isa 
former president of the Life Managers 
Association and is now a director. 


Honoring E. E. “Kuhn of the C. W. 
Peterson agency of the Phoenix Mutual 
Life in San Francisco on celebration of 
his 11th anniversary with the company, 
a luncheon has been arranged for Nov. 
24. Immediately following his gradua- 
tion from the University of Washing- 
ton, Mr. Kuhn entered life insurance, 
after he had established a splendid rep- 
utation as a football player. Gridiron 
fans remember him as captain of the 
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ing company publications. He is a New 
York University man, then went with 
the Standard Oil of New Jersey as 
supervisor of correspondents and then 
sales manager of a radio manufacturing 
and sales concern. 

Mr. Pierce is quite an adept in pho- 
tography and at Aetna Life conventions 
has taken delight in snapping persons 
or groups here and there thus making 
his “candid camera” talk. 

E. M. Read, a Yale man, succeeds 
Mr. Pierce as editor. He became a 
group life insurance representative in 
New York City and then in Cleveland. 
He was transferred to the head office 
and since 1931 has been engaged in spe- 
cial sales promotion work. 


— 


Mark S. Trueblood, manager of the 
Union Central Life at Los Angeles, and 
Mrs. Trueblood announce the coming 
of Mark Sherwin Trueblood, Jr., who 
is now very vociferous. Mr. Trueblood, 
Sr., went to Los Angeles five years ago 
from the head office at Cincinnati and 
since reaching the sunny skies he has 
become the father of three sons. 


— 


Carl Hampton, 42, supervisor at Abi- 
lene, Tex., for the American National, 
died there. 

E. C. Munsell, agent at Lebanon, 
Kan., of the Security Mutual Life of 
Nebraska, has completed his 12th year 
as a member of the App-a-Week Club. 


Bernon F. Mitchell, general agent 
General American Life, San Francisco, 
is the proud father of Allen Bernon 
Mitchell. This is the fourth grandson 
of E. F. Mitchell, former California 
commissioner. 


John R. Campbell, the past nine years 
group annuities adviser and supervisor 
of group life insurance for the Metro- 
politan Life in Boston, has been ap- 
pointed New England representative of 








Lithgow New President of 
Life Institute of Canada 














J. H. LITHGOW 


TORONTO, Nov. 19.—At the in- 
augural dinner of the Life Insurance 
Institute of Canada, these officers were 
elected: President, J. H. Lithgow, gen- 
eral manager Manufacturers Life; first 
vice-president, J. G. Parker, general 
manager and actuary Imperial Life; 
second vice-president, A. E. Pequegnat, 
assistant general manager Mutual Life 
of Canada, Waterloo; secretary-treas- 
urer, T. M. Sargant, North American 
Life, Toronto. 








the old age benefits bureau by the fed- 
eral social securities board. He will be 
in charge of all New England field of- 





fices, to be opened in Boston, Provi- 
dence, New Haven, Portland, Concord 
and Burlington. 

E. L. Buchanan, San Francisco rep- 
resentative of the A. J. Hill California 
agency of the State Life of Indiana, 
has completed his 18th “app-a-day” 
month. He wrote 45 October applica- 
tions, raising his total to 715 since the 
beginning of May, 1935, when he started 
his “app-a-day” program. 


— 


Col. C. B. Robbins, nmmnager and 


‘general counsel of the American Life 


Convention, Chicago, was back on the 
job this week after a siege of about two 
weeks in St. Luke’s hospital, Cedar 
Rapids, Ia., his home town. Col. Rob- 
bins, who of course is president also 
of the Cedar Rapids Life, was taken 
ill on a week end trip there, his difficulty 
being diagnosed as acute inflammation 
of the colon. He suffered considerable 
pain for a time but his physicians got 
the condition under control. Col. Rob- 
bins reports that is a very effective al- 
though not to be recommended method 
of dieting. He lost 15 pounds in the 
process. 

Edward C. Keith, 69, district manager 
of the Northwestern Mutual Life at 
Creston, Ia., and former mayor of Cres- 
ton, died at his home there after a 
stroke of apoplexy. 


Social Security Interview 

AKRON, O., Nov. 19.—A discussion 
of the social security act in the form of 
an interview was held here this noon 
at the meeting of the Managers Coun- 
cil. E. O. Mowrer, manager of the 
Midland Mutual Life, and J. H. Geer, 
manager Lincoln National Life, con- 
ducted the interview. 


Mrs. Nellie N. Noble, 70, wife of H. W. 
Noble, associate general agent at Lin- 
coln, Neb., of the New England Mutual 
Life, died from an apoplectic stroke. 





Siving ip. : ‘ rie 
other sery necticut, who is chairman of the joint 
older ic n.. Ia legislative committee on the unemploy- 
'S not Hy ent compensation law for his state, has 
te. It wil heen unusually busy considering a draft 
Me Of the to be presented during the next special 
ImMendation I session. Commissioner Blackall sits un- 
Me revamp, ‘| January as senator from the first dis- 
1 that will trict. — 
t far more In celebration of his 25th anniversary 
before be. js general agent in New Orleans of 
the New England Mutual Life Insur- 
ance Company, Wilson Williams was 
aR given a dinner by executives of the 
~~ [i company, and business associates and 
™. friends. ’ be 
Paying tribute to Mr. Williams 
president George Willard Smith de- 
lumber of cared the depression is definitely over. 
red, — was “The business spurt has nothing to do 
ght. For with the recent election,” Mr. Smith 
Lincoln declared, “but it means that the great- 
dent and est impetus to recovery is with us. For 
tual Life the first nine months of 1936 the figures 
shed ver. of 425 business units, with an_invest- 
ather col. ment of $10,600,000, show an increase 
to some of 63 percent over the corresponding 
nine months of 1935.” 
New England Mutual men from New 
i“ York, Chicago, Detroit, Indianapolis, 
va Cincinnati and Milwaukee, together 
wl ork J with about 100 New Orleans bankers, 
Prag professional and business men, attended 
| of Life the dinner. _ 
7 R. H. Pierce, editor of the “Life 
vention, Aetna-izer,’ agency house organ of the 
le same life insurance section of the Aetna Life, 
range of has been made supervisor of promotion 
10 was in the mortgage loan department. Vice- 
ag" at HB president S. F. Westbrook is head of 
b ec. the department. Mr. Pierce is a live 
ADs young man, and is always on the job. 
— He took the editorship 10 years ago and 
aula improved the paper immensely. It is 
feos a one of the most readable and best look- 
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In July, 1793, there began in Phila- 
delphia the horrible plague of 
yellow fever which lay waste the 
city until March of the following 
year. So great were the mortality 
and the fear, that it was impossible 


to find attendants for the sick. A desperate call went 
out for volunteers, courageous men to risk their lives 
for their fellowmen, and of those who answered 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


This advertisement is eighth of a series 


Girard, “Citizen and Humanitarian™ 





HUMANITARIAN 


Oppostte Independence Hall 





promptly and generously, Stephen 
Girard was foremost. Neglecting 
his private’ interests, disregarding 
the danger he encountered, Stephen 
Girard personally carried the sick 
to Bush Hill ‘Hospital, superin- 


tended that hospital, and buried the dead. Few men 
have been motivated by a more profound and unselfish 
love of humanity. , 
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NEWS OF: ‘THE COMPANIES 





Illinois ‘ Examination | Made 





State Insurance Department Issues Its 
Report on Examination of Supreme 


Liberty Life’ . 





The Iilinois department has made a 


Chicago as of Dec. 31. 
$1,747,043, capital $100,000, net surplus 
$102,717. Material improvement, the 
report says, has been shown in its real 
estate investments. The department 
urges that it gradually -liquidate its 
real estate that it has taken: over. With 
improved economic conditions, the re- 
port says, the company ‘will: continue to 
dispose of its:real estaté and: there will 
be no material loss. ‘The report says 
that the Supreme Liberty Life has 
ample cash for current! expenses and is 


investing its fund in liquid securities. | 


All policy claims, the report says, of 
every nature are settled promptly and 
in accordance with: the provisions of 
the contracts. The report further says 
that the administration of its affairs. has 
been conducted economically: and: effi- 
ciently by men of insurance experience. 

The company reinsured. the .busijness 
of the following companies: North- 
eastern Life, Supreme Life ‘& Casualty, 
Anchor Life & Accident .and Chicago 
National Life. In the Anchor only. the 


life business was reinsured and. only the | 


colored business of the, Chicago Na- 
tional Life. T. K. Gibson is .chairman 
of the board and treasurer; Harry. H. 


Pace, president; W. Ellis Stewart, vice-. 


president and secretary; J. G.,Ish, Jr., 
vice-president and agency director; Dr. 
M. C. Bausfield, first vice-president and 
medical director. 
The company operates. in: -Ilflinais, 
Kentucky, Maryland, Michigan, Mis- 


| total disbursements $1,061,909. 
‘ paid insurance in force $24,640,791. Its 





f souri, Ohio, Tennessee and West Vir- 


ginia. The company operates on the 
branch office plan. Last year its pre- 
miums were $779,168, total income $1,- 
202,627; paid policyholders $327,195, 
It has 


interest earned was 3.95 percent, mor- 


; < -| tality 69.87 percent. 
report on the Supreme Liberty Life of | _ has 


The assets are | 





Trying “Benefit” Promoter 
on Charges of Mail Fraud 


INDIANAPOLIS, Nov. 19.—Testi- 
mony that a corporation seal and two 
ledgers comprised the sole assets of the 
Farmers & Merchants Mutual Life As- 
sociation when Glen M. Cochran, An- 
derson, Ind., resigned as_ president 
April 16, 1936, was presented in Coch- 
ran’s mail fraud trial in federal court. 

Cochran is charged with having de- 
vised a scheme to defraud certificate 
holders in three mutual benefit associa- 
tions and carrying it out through the 
use of the mails. He operated the East- 
ern Mutual Benefit Association at Paris, 
lil., from 1930 to 1933. He then estab- 
lished the Capital States Prudential As- 
sociation at Anderson, operating it until 
June, 1935. The last of the three, the 
Farmers & Merchants Mutual, was 
turned over by him to a Dover (Del.) 
corporation in April. 

Three beneficiaries of certificates is- 
sued by Cochran testified they received 
no part of the amount called for in the 
certificate until after Cochran had re- 
signed, and then comparatively small 
amounts. 


Federal Reserve Hearing 








“I KANSAS CITY, KAN., Nov. 19— 
‘ Only 


two objections were filed by 
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“as a FAITHPUL, 


NET LEVEL PREMIUM 
THREE PER CENT RESERVES 


Agriculture is now receiving fair prices for 
its products and farm lands are steadily ris- 
ing in value,, Not since 1920 have conditions 
been so favorable in rural territory. 


If you want a general or district agency 
with one of the lowest net cost mutual com- 
panies either in Illinois, Iowa, Minnesota or 
Nebraska address the agency department 
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creditors to the disapproval of their 
claims by W. R. Baker, receiver for 
the Federal Reserve Life, at a hearing 
before Federal Judge Pollock of Kan- 
sas City, Kan. W. B. O’Connell, presi- 
dent and general counsel of the Farm- 
ers National Life, supported that com- 
pany’s claim of $213,000 based on a 
participating certificate issued by the 
Federal Reserve Life when it reinsured 
the Farmers National. The court re- 
ferred the claim to J. H. Brady, special 
master. 

The Federal Reserve Agency Invest- 
ment Company appeared to defend its 
claim of $2,500, which Mr. Baker also 
had disapproved, and the court directed 
that briefs be filed. 

The schedule of valuations, agreed 
upon by Mr, Baker and the Occidental 
Life, which is reinsuring the Federal 
Reserve’s business, showed $5,129,436 
market value for assigned assets as of 
May 22. Practically all of the valuation 
depreciation is on real estate and mort- 
gages. Mortgage loans with book 
value of $3,689,152 had market value of 
$1,685,108, or slightly over 45 percent 
on May 22. The book value of real 
estate, including “trusteed mortgages,” 
was $1,388,530 while the market values 
was $733,996.73, on which there were 
unpaid taxes of $104,805. The Federal 
Reserve’s bond portfolio showed book 
value of $905,932; par values, $904,938, 
and $829,033 market value. 





Tablet to Past Presidents 


Guy W. Cox, president of the John 
Hancock Mutual Life, officially unveiled 
a tablet to his predecessors in office, 
which is inserted into the limestone of 
the entrance of the John Hancock home 
office building in Boston. It contains the 
inscription: “In grateful memory of the 
Presidents of the John Hancock Mutual 
Life Insurance Company,” followed by 
the names of the past presidents in the 
order of their succession: George P. 





Sanger, Lafayette A. Lyon, George 
Thornton, Stephen H. Rhodes, Rolang 
QO. Lamb and Walton L. Crocker, 





New Company in Denver 


DENVER, Nov. 19.—Announcemey 
is made here yesterday of the formatio, 
of the United American Life, with y 
L. Tickner, former vice-president apj 
general manager of the American Life 
here, as president. 

The authorized capitalization is $959. 
000. Directors have subscribed $70,099) 
and the remaining portion of the $199. 
000 allotment required for deposit 4s 
security is expected to be sold by 
July 1. 

A. M. Quaintance, president of the 
Fidelity Protective Mutual, and C, 4 
Norgren are vice-president. C. E. Lien, 
secretary-treasurer of the Fidelity Pro. 
tective Mutual, is secretary. 


Indiana Company Taken Over 


The circuit court at Anderson, Ind, 
has issued an order turning the Ameri- 
can Savings Life of that city over to 
the Indiana department for liquidation 
or rehabilitation. The outstanding busi- 
ness will probably be reinsured. 








Becomes Progressive Life 


The Anderson Home Life of Indiana 
has changed its name to the Progressive 
Life and has moved its headquarters to 
Indianapolis. It operates under the 
assessment act. 





Seattle Company’s New Officers 


SEATTLE, Nov. 19.—New officers of 
the Public Service Life, Health & Acci- 
dent include C. H. Leber, president; C. 
H. Hurlburt of Tacoma, vice-president; 
M. G. Brookshire, secretary, and K. N. 
Jackson, treasurer. 

President C. M. Magnuson and Vice- 
president John M. Magnuson recently 
retired from the company. 








AmMonG COMPANY MEN 





New Officials of Sun Life 


Agency Inspectors for Canadian and 
Group Divisions Are 
Appointed 








W. S. Penny, director of agencies 
Sun Life of Canada, announces the fol- 
lowing appointments: Jules Bauset as 
inspector of agencies, Canadian division, 
and R. G. McKercher, inspector of 
agencies, group division. 

Mr. Bauset has been attached to the 
head office of the Sun since his ap- 
pointment following his return from the 
world war. As secretary of agencies 
for the Canadian division since 1928, 
he acquired an intimate knowledge of 
agency work and administration, and 
made many contacts in the field. 

Mr. McKercher joined the group de- 
partment at the head office in May, 
1924, and has been in this work ever 
since. His long association with group 
business, both in regard to administra- 
tion at head office and personal contacts 
in the field, will be of great value in his 
rew post. 





Hopkins to Leave General 
American, Return to Agency 





David W. Hopkins, assistant to the 
president and superintendent of agents 
of the General American Life, has re- 
signed effective Jan. 1, 1937, to become 
an active partner in a general insurance 
agency at St. Joseph, Mo., now known 
as the Anderson Insurance Agency 
Company, but to be known henceforth 
as the Anderson-Hopkins Insurance 
Agency Company. Mr. Hopkins has 
had an interest in this agency, one of 
the largest in northwest Missouri, 
since 1928 and was active in the organ- 





ization until he joined the General 
American Life. Leo V. Anderson, the 
other member of the agency, has been 
in the insurance business in St. Joseph 
and Kansas City for 30 years. 

. T. Lynn, now:.superintendent of 
agents for the southern territory of the 
General American Life, will..take over 
the territory which Mr. * Hopkins 
had supervised. His first insurance ex- 
perience was with the Missouri State 
Life, predecessor of the General Ameri- 
can Life, in Little Rock, Ark. Later he 
served as branch manager and general 
agent at Oklahoma City. In 1933 he 
went to the home office of the General 
American as superintendent of agents. 





American Life Promotions 


T. M. Heuss, who has been with the 
American Life of Detroit for 28 years, 
has been promoted from secretary to 
vice-president. He joined the company 
as an office boy in 1908, later became 
clerk, assistant secretary and_ finally 
secretary in 1924. He was elected a di 
rector last September. 

W. H. Eckberg, assistant secretary 
and auditor, was elected secretary suc 
ceeding Mr. Heuss. He has been with 
the company 20 years, starting as 4 
clerk in the auditing department. '" 
1924 he was named assistant secretary. 
In 1935, when G. E. Leonard was ad- 
vanced from auditor to vice-president, 
Mr. Eckberg became assistant secretary 
and auditor. 


Will Service Field Force 


The Occidental Life of California has 
appointed H. H. Hoyt, A. M. Anderson, 
Gene Waddle and Robert Crow as spe- 
cial field representatives assigned to serv- 
icing its field force. Messrs. Hoyt, An- 
derson and Waddle have been with the 
company for some time, but Mr. Crow 
is a newcomer to the agency department. 
although he has been with the company 
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since 1933 in the conservation depart- 
ment. He formerly represented the Pru- 
ential in Iowa and went to California 


in 1927. 
Beneficial Life Promotions 


Virgil Smith, assistant secretary of 
the Beneficial Life, Salt Lake City, has 
heen chosen secretary to succeed A. B. 
¢. Ohlson, who died Nov. 6. He joined 
the company about 20 years ago, be- 
ginning as an office boy. 

E, P. Watkins, with the company for 
the past 14 years, and a member of 
the real estate and loan department, and 
Ww. M. Anderson, superintendent of 














agents and with the company eight 
years, have been named assistant sec- 
retaries. FE. W. Pierce, assistant treas- 
urer, has been named treasurer. 

H. J. Syphus, field supervisor since 
last May and a former general agent at 
Idaho Falls, Ida., has been appointed 
superintendent of agencies. He has 
been with the company about 10 years. 


Hanselman on Coast Trip 


Wendell F. Hanselman, superintend- 
ent of agencies Union Central Life, is 
making his first trip to the Pacific coast 
and will be the guest of the Los An- 
geles agency Nov. 23-27. 
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LIFE AGENCY CHANGES 





—— 


Day Is Newark General Agent 





Takes Charge of Mutual Benefit Life 
Agency Operated for Past 32 Years 
as Partnership 


Louis DeV. Day has been appointed 
general agent in Newark of the Mutual 
Benefit Life, succeeding the general 
agency which for 32 years has been 
operated as Day & Cornish. R. B. Cor- 
nish, Mr. Day’s partner since 1916, died 
in October. 

Mr. Day was born in Newark in 1882 
and is a graduate of Wesleyan Uni- 
versity. He entered the office of his 
father, the late Stephen S. Day, who 
was Mr. Cornish’s partner. When S. S. 
Day retired in 1916, L. DeV. Day 
formed a partnership with Mr. Cornish. 

Since 1910 Mr. Day’s name has been 
on the Mutual Benefit Life’s honor roll 
of business production and without in- 
terruption for 20 years. Several years 
his production has been in excess of 
$1,000,000. He is a past president of 
the Life Underwriters Association of 
Northern New Jersey. 








Appoints Two General Agents 


The Guarantee Mutual Life of Omaha 
has appointed Ralph H. Carter of 
Kearney general agent for four east- 
central Nebraska counties with head- 
quarters at Central City, and George A. 
Hall of Kearney as general agent for 
six northeast Nebraska counties with 
headquarters at Norfolk. Mr. Carter, 
who has been principal of the Kearney 
high school for the past six years, re- 
cently entered life insurance as an 
agent. He will move Dec. 1 to Central 
City. Mr. Hall, after having been sup- 
erintendent of schools for three years, 
entered life insurance sales work over a 
year ago, and has been an agent of the 
Security Mutual of Lincoln. He has 
already moved to Norfolk, and will soon 
open an office there. 





Marr Los Angeles Manager 


J. S. Marr has been appointed Los An- 
geles manager of the Reliance Life, fol- 
lowing the promotion of V. J. Adams 
to home office supervisor of the western 
department with headquarters in Den- 
ver. Mr. Marr was formerly with the 
Mutual Life of New York in St. Louis. 





' Beam Assistant in Detroit 


_W. Allen Beam was appointed as- 
Sistant general agent in the Detroit of- 
fice by the State Mutual, associated 
with General Agent Guy A. Reem. Mr. 
Beam has been in insurance for 11 years 
since graduation from the University 
of Michigan in 1925. For all of that 
time he was with the Massachusetts 
Mutual in Flint, Mich., becoming as- 
one general agent in January, 1925. 
pn — in business administra- 
le n. During his high school and col- 
bee days he was well known in sports, 
one chosen all-Michigan _intercol- 
€giate fullback during his second year 
Re He is past-president of the 

int Life Underwriters’ Association 








and of several civic organizations, in- 
cluding the Michigan State Junior 
Chamber of Commerce. 


Lindstrom With Yeomen Mutual 


Clarence A. Lindstrom has been ap- 
pointed general agent of the Yeomen 
Mutual Life at Duluth. He will have 
charge of northern Minnesota territory. 
Offices have been opened at 208 Bradley 
building. He has been in the business 
for eight years. 


Manhattan’s General Agents 


The Manhattan Life has appointed 
four general agents, V. A. Buttaccio, 
Rochester, N. Y., R. C. Strayer, Bel- 
levue, O., Charles Edwards of New 
York City and Max Harmelin, New- 
ark, N. J. 


Names Clawson at Wichita 


The Occidental Life of California has 
appointed D. W. Clawson general agent 
at Wichita, Kan. He entered life in- 
surance work in 1923 with the Bankers 
Life of Iowa, with which company he 
had an average paid production of $250,- 
000 per year for ten years. He joined 
the Occidental this year. 














Scranton Life Names W. O. Strong 


W. O. Strong has been appointed 
general agent for northwestern Penn- 
sylvania by the Scranton Life, with 
headquarters in Erie. 


NEW YORK 


NEW BOOK IS ISSUED 


The McGraw-Hill Book Company, 
330 West 42nd street, New York, has is- 
sued a new book, “Plan Your Own Se- 
curity,” by William Law, author of “Suc- 
cessful Speculation in Common Stock.” 
This new book discusses the various 
contingencies to be provided for in say- 
ings, investments and the building up of 
an estate. It is adapted to all income 
levels. It is written in terms that the 
layman can understand. It gives advice 
on such topics as life insurance, wills, 
owning a home, annuities, bonds and 
preferred stock, mortgage loans, non- 
participations, common stock, trusts, 
taxes and the effect of inflation on a se- 
curity plan. The book is sold by THE 
NATIONAL UNDERWRITER. 

* * * 
A. E. ANDERSON WITH DELONG 


A. Edward Anderson, formerly as- 
sistant to the manager of the Jones 
agency of the Mutual Life of New York 
in New York City, is now a unit man- 
ager of the DeLong agency of the Mu- 
tual Benefit Life. 

* & * 
KASSOFF AGENCY RALLY 


The John L. Kassoff agency of the 
Mutual Life of New York in New York 
City held its annual agency convention 
this week. Speakers included, besides 
Mr. Kassoff as chairman, Agency Or- 
ganizer S. Fels Hecht, Supervising As- 
sistant R. C. Patton, Assistant Agency 




















THE PASSING SHOW 


State Mutual’s Integrated Sales Plan has been 
developed by careful research and testing from 
92 years of recorded experience with field men. 


As scientific sales training moves forward, there 
is an increasing tendency to recognize the possi- 
bilities among those who, under old methods, just 
missed success. Many popular sales plans, their 
strength tested in this practical laboratory, have 
developed weaknesses. 


During 1936 many State Mutual representatives 
found the word success written across the records 
of their careers. Many others, not satisfied with 
1936 results, will be on the road to achievement 
in 1937. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 92 Years a Synonym for Security 





























aapemmmanenmmeeriinemeiens: 


WE ARE GOING TO 
CELEBRATE! 


Our 25th Anniversary in March, 1937 


We are planning to make our Silver Anniversary the banner 
year in Pan-American history. 





We are going to appoint District Managers in Key Cities of 
Texas, Georgia, North and South Carolina and Virginia. We 
are strongly established in these States where the Pan-American 
is well and favorably known. 





We are going to give these District Managers every cooperation 
and assistance to facilitate their success. If you consider your- 
self entitled to advancement to the position of Manager, write to 
us giving full particulars about yourself in first letter and 
submit photograph. 
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Address: 


EDWARD G. SIMMONS 
Vice-President & General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


Crawford H. Ellis, President 





L—_= === =Snpn= 


2] 


le pe SS SS) 


Neen eeeeee eee oe a one 














16 THE NATIONAL UNDERWRITER 


November 20, 1935 
































AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 





@ An exclusive type of high-renewal, life-income 
building agency contracts and exceptional oppor- 
tunities for both producers and organizers are 
available today in Illinois, Indiana, Michigan, 
Ghio, Missouri, Kansas, Oklahoma, and Texas. 














































A Policy 


for Every 
Person and 
Every Purse 


THE 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
Head Office—Winnipeg, Canada 


Business In Force Over $570,000,000 

















Instructor W. L. Litzrott, Jr., and the 
following agents: 

The Kassoff agency has grown stead- 
ily since it started from scratch in May, 
1932, and now has about 40 agents. 

xk kK Ox 
BREWER CONVALESCING 


Charles FE. Brewer, Jr., production 
manager DeLong agency, Mutual Bene- 
fit Life, is convalescing from an ap- 
pendicitis operation and will be back at 
his desk after Thanksgiving. 

* * * 
EISENDRATH AHEAD OF LAST YEAR 


The J. M. Eisendrath agency of the 
Guardian Life of New York in New 





York City is already ahead of its entire 
1934 production. The office has abou 
the same number of agents but they ate 
working with greater effectivencs, 
through increased training, preparedney 
intensive planning, and time control, ' 
*x* * * 
TO RAISE HOSPITAL FUNDS 

A. C. Campbell, vice-president Metro, 
politan Life, has accepted the chairmap, 
ship of the life insurance companies’ ¢. 
vision of the united hospital campaign 
in New York City. He will organix 
solicitation groups among represent. 
tives of life companies to help raig 
funds needed by 88 voluntary hospital; 
in the city. 











LIFE SALES MEETINGS _ 





Hold Joint Annual Meeting 


Heifetz, Hastie Agencies of Chicago 
Hear Talks; Banquet 
Is Feature 





Holding what the managers term “a 
highly successful meeting,” field men and 
officials of the Heifetz and the Hastie 
agencies of ‘Chicago held a joint conven- 
tion. The agencies are among the rep- 
resentatives of the Mutual Life of New 
York in Chicago. 

Featuring the all day program were 
a luncheon and banquet. The gathering, 
the first joint meeting of the two agen- 
cies, was arranged by Samuel Heifetz 
and John R. Hastie and marked the 
10th anniversary of the Heifetz agency. 

Highlighting the morning program 
was a talk by R. S. Bernhard, educa- 
tional director Heifetz agency. D. O. 
McLaren, also of the Heifetz organiza- 
tion, reviewed the history and the 
present status of programming, while 
E. H. Miller discussed ways of increas- 
ing the average sized application. 
Closing the morning session, brief 
talks were given by E. S. Main, D. S. 
Ehrlich, E. J. Krug and H. C. Marks 
of the two agencies on contract forms 
and their advantages. Mr. Heifetz 
opened the morning program with a 
statement of plans for the balance of 
the current year, which he said could be 
summarized as “Steam ahead.” Lewis 
Degen of the Hastie organization 
served as chairman of the morning ses- 
sion. 


Program in Afternoon 


J. S. Hexton of the Hastie agency 
opened the afternoon session with “The 
Master Salesman of History,” a rendi- 
tion which revolved around the career 
of Napoleon Bonaparte. W. D. Mid- 
dlesworth of the Hastie agency, who 
for 46 years has represented the Mu- 
tual Life in Chicago, gave a talk on 
“What?—No Prospects?” 

Other talks included “The Value of 
Knowledge” by Graham of the 
Hastie agency, a discussion of the 
$250,000 national field club by R. M. 
Hirsch, national president of the 1936 
club; and “The Mutual Life—America’s 
Oldest,” by F. N. Kingore of the Hastie 
agency. Mr. Kingore reviewed the long 
career of the Mutual and stressed its 
fairness to its agents and to its public. 
Two other items on the afternoon 
program were a general discussion of 
policy and application forms by E. N 
Diamond and O. C. Roessler, agency 
cashiers, and a series of six five min- 
ute talks on methods of insuring con- 
sistent production, which were delivered 
by Fay Alexander, G. H. Capps, R. T. 
Johnson, J. O. Rogers, Cora Rubovits 
and F. C. Varney of the two agencies. 
Mr. Capps’ talk was read by proxy. 
Mr. Hastie in closing the session re- 
viewed the day’s work and said the 
nucleus of successful life insurance 
work is to “plan the work and work the 
plan,” and it consists of successful man- 
agement and attack. He said that the 
better times already here and constantly 




















—$—.. 


life insurance profession to surge ahead, 

Mr. Hastie presided at the banquet 
at which Mr. McLaren offered a re. 
olution requesting Vice-president Sar. 
gent that in the future the two agencies 
hold combined meetings. Brief talks 
were made by C. M. Cartwright of Tu 
NATIONAL UNDERWRITER, G. T. Evans of 
the law firm of Winston, Payne & 
Strawn, Warren Simpson, home office 
inspector, W. G. Warren, manager Chi- 
cago Clearing House; Dr. Quinlan, 
medical referee, Manager C. L. Coyner 
and Mr. Heifetz. 


Columbus Mutual Gathering 


JACKSON, MICH., Nov. 19.—Dan 
E. Ball, president and James A. Pres- 
ton, sales manager of the Columbus 
Mutual Life, attended a rally of Michi- 
gan agents here. Mr. Preston was in 
charge of sales demonstrations during 
the afternoon. At a banquet, Mr. Ball 
expressed the greatest optimism for the 
future of the business, particularly in 
Michigan which is feeling the effects 
of record automobile production and 
sales. He said the stir created over 
the federal social security act will not 
harm life insurance but on the contrary 
is likely to increase its sale through en- 
phasizing the need for such security 
while at the same time publicizing the 
small benefits provided by the law. 








Patterson at Conrey Meeting 


The value of institutional advertising 
of life insurance in newspapers and mag- 
azines was stressed by Alex. E. Patter- 
son, president of the National Associa- 
tion of Life Underwriters and general 
agent of the Penn Mutual Life in Chi- 
cago, in a talk before 50 members and 
guests of K. W. Conrey, general agent 
of the Penn Mutual, held at Grand Rap- 
ids. The meeting was a victory celebra- 
tion dinner in honor of the agencys 
achievement in October in exceeding the 
paid business production of any previous 
month in its history. E. P. Connolly, 
district manager of the Penn Mutual in 
Springfield, I1l., also spoke. 


Confer at Grand Rapids 


Lincoln National Life agents from 
central Michigan attended a sales con- 
ference of the A. G. Green agency a 
Grand Rapids. A. L. Dern. exectr 
tive vice-president, spoke on “The Rela 
of the Agent to the Public” and Dr. W. 
E. Thornton, medical director, 
“Some Medical Aspects of Life Under- 
writing.” 





Managers, C. L. U.’s Hear Thierbach 


“Personal Efficiency” was the subject 
discussed by R. P. Thierbach, assistant 
director of agencies, Northwestern Mt- 
tual, before a joint meeting of the Cit 
cinnati Associated Life General Agents 
& Managers and the Cincinati chapter 
Chartered Life Underwriters. 


Willard Keen, agency manager ™ 
Chattanooga, Tenn., of the State Mutua 
Life, was awarded a medal by cas 
Agent T. F. Hazen, Jr., in recognitio 





improving constitute a challenge to the 





of 15 years’ service with the company: 
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Predict Stimulation of Sales 


Educational Effect of Social Security 
Program Pointed Out at Nebraska 
Sales Congress 





In considering the effect of the social 
security act at the Nebraska Associa- 
tion of Life Underwriters’ annual meet- 
ing in Lincoln, both L. E. Pennewell, 
Minneapolis agency director of the Co- 
lumbus Mutual Life, and Paul Speicher, 
Research & Review Service, declared 
the federal program will stimulate life 
insurance sales and the need for old 
age provisions. Mr. Pennewell said 
that the $10,000 minimum insurance re- 
quired by the government at the time of 
the world war raised the average man’s 
ideas of what constitutes adequate life 
insurance protection. The new old age 
provision will have a similar effect upon 
those coming under the social security 
act, he said. The public will discover 
that the act does not supply adequate 
coverage for old age which will mean 
numerous purchases of annuities to sup- 
plement federal old age pensions. 


Explains Policy Forms 


Mr, Pennewell discussed various 
forms of standard policies, their advan- 
tages and how they can best be sold, 
with blackboard illustrations. He said 
that a definite field for life insurance 
sales remains open and that all it needs 
is trained men. To succeed in insur- 
ance an agent must follow seven steps: 
Adaptation, coordination, hygiene, hap- 
piness, kindness to others, education 
and industrial competence. 

Charles A. Wilson, president of the 
Lincoln association, shared the duties 
of presiding over the meetings with L. 
G. Waggener of Grand Island, state 
president. Mr. Waggener responded to 
the address of welcome extended the 
agents and officers by T. B. Strain, 
president of the Lincoln Chamber of 
Commerce, 

Will F. Noble, head of the Nebraska 
Life Agency Managers Association, was 
unable to attend. W. E. Rigg, Omaha, 
Mutual Life of New York, who substi- 
tuted for him, outlined the purposes, 
ams and accomplishments of life 
underwriters associations and the advan- 
tages of membership. Ralph L. Thie- 
sen, Lincoln, general agent North- 
western Mutual Life, presided at the 
tound table discussion on sales ideas. 
Insurance Director Smrha and his chief 
clerk, Mrs. Mary A. Fairchild, attended 
the luncheon, 

* * * 


Plan Kansas Sales Congress 


R. G. Cunningham, president Kansas 

Association of Life Underwriters and 
Wichita manager of the Metropolitan, 
as appointed his committees. 

e sales and convention program 
committee headed by Lyman E. King, 
vice-president and Topeka general agent 
of the New England Mutual, will or- 
Sanize the program for the annual sales 
tongress, tentative dates for which 
ep been announced as May 7-8 at 
fi es Present plans call for the an- 
= gathering of general agents and 
nagers the evening of May 7, fol- 
owed by the sales congress and annual 
ran for association members the 
Pi “ab _ While sales congresses have 
an eld in Kansas for many years, the 
re ee gag will be the third under the 
= iction of the Kansas association 
nd restricted to its members. 


ek + 


craminaw, Mich.—Kenneth W. Conrey, 
tual ‘Lit apids general agent Penn Mu- 
social — Voiced the opinion that the 
helpful 2 gp ead act would actually prove 
‘ Simaees insurance salesmen, although 
est nen that “life insurance is the 
contrast of social security.” Mr. Conrey 

Sted sales methods and voiced pre- 


proach. He said most prospects buy life 
insurance for same reasons that moti- 
vate salesmen themselves in providing 
protection for their own families. Stress 
on reasons which have been convincing 
to the salesman himself should prove 
effective in appealing to others, he said. 


* * * 


Cincinnati—Leon Gilbert Simon, Equi- 
table Life, New York City, authority on 
business insurance, addressed the asso- 
ciation on that subject. 


* kK OX 


Madison, Wis.—L. S. Broaddus, Chicago 
manager Guardian Life, was principal 
guest speaker at the fall sales congress, 
with President R. L. Hesse presiding. 
Following the congress a dinner was 
held at which Harry Stuhldreher,, one 
of the famous “Four Horsemen” and di- 
rector of athletics and football coach 
University of Wisconsin, gave the prin- 
cipal address. 

* * * 


Hartford—F. H. Haviland, Chicago 
manager of the Connecticut General, 
spoke at this week’s meeting. 

* *K x 


Philadelphia-—R. G. Engelsman, gen- 
eral agent Penn Mutual in New York 


City, was the speaker at a luncheon 
meeting here. 
* * * 
New York—Malcolm Adam, assistant 
vice-president Penn Mutual Life, ad- 


dressed the second business-getter con- 
ference on “Simple, Practical and Un- 
usual Prospecting Ideas.” 


* * x 


Jackson, Mich.—A. E. Mason has been 
elected vice-president to succeed Fred A. 
Maxson, who was recently elevated to 
the presidency with the resignation from 
that office of J. C. Burnett. A panel dis- 
cussion of the social security act was 
held, C. J. Sparks presided. 


* * * 


St. Louis—‘Planned Selling was dis- 
cussed by Harry Phillips, Jr., New York 
City, million dollar producer of the Penn 
Mutual Life. 

W. H. Van Sickler, vice-president and 
chairman of the advisory council, has an- 
nounced plans for attaining the three 
major purposes of the council: (1) Main- 
taining and increasing the association’s 
membership; (2) increasing attendance 
at regular meetings, and (3) maintenance 
of proper relationship and contact be- 
tween the members and officers and di- 
rectors of the association. 


* * * 


Los Angeles—At the Life Insurance 
Forum luncheon-meeting, with Peter 
Thompson, Equitable of New York, pre- 
siding, H. G. Mosler, Massachusetts Mu- 
tual, and Ron Stever, Equitable of New 
York, Pasadena, gave some observations 
on the Million Dollar Round Table and 
the Boston convention. 

*x* * * 

Columbus, 0.—George H. Harris, pub- 
lic relations officer Sun Life of Canada, 
spoke on “Life Insurance—a National As- 
set.’ 

*x* * * 

St. Paul—aAllen V. Junkin, St. Paul at- 
torney, explained the legal aspects of the 
social security act. 

*x* * * 

Freeport, Ill.—Rev. G. S. Englemann 
spoke on “Security” at a luncheon. Fol- 
lowing his talk there was a general dis- 
cussion of the social security act. 

* * * 

Syracuse, N. Y.—At the meeting this 
week, A. R. Jaqua of Cincinnati, assist- 
ant editor of the “Diamond Life Bulle- 
tins” of The National Underwriter, spoke 
on “The Magic Formula.” 

*x* * * 

Dallas, Tex.—E. A. Gillespie, Shreve- 
port, associate general agent Massachu- 
setts Mutual Life, discussed his expe- 
riences in 17 years of selling life in- 
surance. J. M. England presided. 

*x* *k * 
Wichita Falls, Tex.—D. B. Daugherty, 
Jr., has been elected president. 

*x * * 
Joliet, Il1l—R. B. Hull, managing direc- 
tor National association, addressed the 
joint meeting of association members and 
Rotary, Kiwanis and Lions clubs here, 
about 200 attending. In the afternoon 
Mr. Hull met with Joliet and Aurora 
agents in a discussion of association 


suggestions that are expected to be very 
helpful. Membership plans were laid to 
increase the roster 50 percent by the end 
of the year. 

* * * 


Richmond, Va.—J. V. Gary, Richmond 
attorney and former member of the Vir- 
ginia legislature, spoke as the represen- 
tative of the Richmond First Club in be- 
half of a plan, endorsed by that body, 
for a small one-body group to replace 
the present bicameral city council. 


* * * 


Toronto—Holgar J. Johnson of Pitts- 
burgh, general agent Penn Mutual Life, 
was the speaker this week, taking as his 
subject, “Developing Sales Technique.” 

* * x 


Boston—An analysis of selling meth- 
ods was presented by ten of the more 
successful Boston life underwriters, in- 
cluding F. H. Begole, Jr., Equitable of 
New York; V. F. Blagbrough and C. B. 
Johnson, John Hancock; B. L. Cook, 
Aetna Life; Max Slater and J. J. Halli- 
nan, Connecticut Mutual; M. L. Bu- 
chanan, Massachusetts Mutual; W. A. 
Hanlon, Metropolitan Life; N. F. Bissell, 
New York Life, and E. L. Goodrich, New 
England Mutual. 

* * * 

Bay City, Mich.—C. I. Milner, manager 
Great-West Life, Flint, spoke on “How 
to Secure Prospects.” Walter Ruter- 





busch, Sun Life, president of the asso- 
ciation, outlined the action taken at the 
National association convention in Bos- 
ton. 

* * * 


Pittsburgh—Sara Frances Jones of 
Chicago, chairman of the Women’s Quar- 
ter Million Dollar Round Table, and 
Helen Rockwell, of Cleveland, newly 
elected chairman of the women’s division 
of the National association, will address 
a luncheon meeting of women under- 
writers Nov. 21. 

On the temporary committee are Miss 
Helen Jackson, chairman, and Mrs, Lucy 
P. Kendrick, both of the Bquitable Life 
of New York; Mrs. Lola S. Lang, Berk- 
shire Life; Mrs. Aimee R. Wilson, Provi- 
dent Mutual, and Mrs. Rose Wiseman, 
Reliance Life. 





Storrie Chattanooga Manager 


The Ohio National Life has appointed 
Ben H. Storrie agency manager in Chat- 
tanooga, Tenn. He was formerly assist- 
ant manager of the Shenandoah Life 
there. 


O. L. Van Laningham, who was or- 
ganizer of the State Life of Indiana, 
died in Beverly Hills, Cal., where he 
had resided for nine years. He was 58 
years of age. 
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INDUSTRIAL FIELD NEWS 





Industrial Methods Explained 


There Should Be No Line of Demarca- 
tion Between Debit’: Men and 
Ordinary Agents 








There should be no line of demarca- 
tion between industrial and ordinary 
insurance, said Henry Grossman, man- 
ager of the John Hancock Mutual Life 
at Detroit, at a meeting of the Cleve- 
land Life Underwriters Association. Al- 
though the industrial and ordinary men 
operate under different principles in 
selling, economically and socially their 
purpose is the same. Mr. Grossman 
said that seven-eighths of the people in 
the country are dependent upon wages 
and 60 percent of all insurance in force 
is held by families with incomes under 
$5,000. Industrial men take care of the 
needs of the low income group by col- 
lecting nearly $15,000,000 a week in 
nickels and dimes. Practically one-third 
of all life insurance in the country is 
written by the so-called industrial men, 
he said. The industrial man is building 
for the future by constantly educating 
people to the value of insurance, calling 
upon great numbers and seeing life as 
it is. His job is to break down the 
first resistance which is hardest. 


Trying to Do Same Job 


There is no reason to place industrial 
and ordinary men on opposite sides of 
the fence when they are trying to do 
the same job, said Mr. Grossman. In- 
dustrial men are writing a great deal of 
ordinary life. He said that industrial 
men are faring well and the average 
income of the industrial agent is close 
to $2,500 a year. 

In selling the agent should talk about 
what life insurance will do rather than 
what it is, said Mr. Grossman. It is 








better to tell a human interest story 
to show the purpose of life insurance 
rather than carry a rate book and quote 
from it. Mr. Grossman urged a greater 
appreciation for the average man and 
said he should not be overlooked in the 
urge to write big policies. 


Sutton Heads Ordinary 


Frank Sutton, who has many years 
service with the Interstate Life & Ac- 
cident, has been named to head the ordi- 
nary department. At the company’s 
annual convention in Savannah, plans 
were outlined to increase ordinary pro- 
duction. 


Prudential Veteran Dies 


Thomas S. Huck, 73 years of age, who 
when he retired in 1934 had served with 
the Prudential for 40 years and was 
superintendent of the Jersey City branch, 
died in Los Angeles. Funeral services 
were held in Caldwell, N. J. 


Burton at Louisville Dinner 


A. M. Burton, founder and president 
of the Life & Casualty of Nashville was 
guest of honor at a dinner and reception 
given him by the Louisville agency with 
60 in attendance. George W. Tunstall, 
Louisville manager, presided. H. N. 
Lukins, company attorney there, spoke. 

President A. M. Burton also attended 
a dinner of Kansas City representatives. 
N. T. Adams is district manager there. 


Testimonial for Carroll 


R. W. Carroll, district manager in 
Auburn, Geneva and Seneca Falls, N. Y., 
for the John Hancock Mutual, will be 
guest of honor at a testimonial banquet 
Nov. 28 in Auburn. Although it marks 
only his first anniversary as_ district 
manager the agency is leading the com- 
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pany in percentage of ordinary quota 
for the year already written. A drive 
for new business will finish on that date 
and leading agents will receive awards. 





Canada Life Revamps Setup 


The Canada Life has made several 
changes in its industrial branch: Harold 
T. Foy, superintendent at Toronto since 
1934, has been appointed city manager 
at Windsor, Ont., succeeding F. B. Size, 
who has relinquished the post through 
ill-health. S. Shergold, formerly a su- 
perintendent in Hamilton, Ont., has 
been appointed city manager of St. 
Catharines district, Ont. H. J. Cook, 
who was city manager at St. Catharines, 
has been made manager of Montreal 
Notre Dame de Grace; Norman Free- 
man moving from the latter post to 
London, succeeding W. A. Torney, who 
gives up this post on account of ill- 
health. Fred Wolfe, superintendent at 
Montreal Park, has been made manager 
at Toronto Albert, succeeding William 
Lang, who is taking a rest from his 
duties on account of illness. 





H. Y. McCandlish Promoted 


H. Y. McCandlish, formerly superin- 
tendent of the Western & Southern Life 
at Kent, O., has been promoted to man- 
ager at Covington, Ky. 





M. M. Fisher, agent of the Prudential 
at Ottumwa, Iowa, has been promoted 
to assistant superintendent there. 


CHICAGO 


SESSION ON INSURANCE CODE 


At the meeting of the Illinois Bar 
Association in Chicago on Friday of 
this week, the special committee that 
is engaged in redrafting an insurance 
code for the state will have a session. 
Henry S. Moser is chairman of that 
particular committee. 

* * * 
STRAUB’S AGENCY CHANGES NAME 


The United Sales & Service Co., the 
advertising agency at 222 West Adams 
street, Chicago, has changed its name to 
Belknap & Thompson. This is a highly 
successful agency rendering a personal- 
ized type of service. It has some of the 
large concerns as clients. Associated 
with the agency is R. C. Straub, who 
was formerly the advertising service 
head of THE NATIONAL UNDERWRITER, 

*x* * * 

INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 











Par Div. Bid Asked 
Aetna Life ..... 10 60 2 28 
Bank. Nat. Life. 10 1.00 23 27 
Build. Life, Ill.. 1 ears 1 3 
Central Life, Ill. 10 ous 9 nea 
Cent. States Life 5 Bae 3 5 


Columbian Nat..100 F 
Conn. Gen. Life. 10 .80 32 34 


Cont. Assurance. 10 2.00 38 40 
Cont, Am. Life.. 10 1.20 31 35 
Farm. & Traders.100 12.00 210 225 
Fed, Life, Chgo.. 10 ae 8 sc8 
Girard Life ..... 10 .40 11 13 
Great Nor. Life. 10 sfess 4 os 
Great South. Life 10 2.50 32 35 
Life & Cas., Tenn 2 ee 15 17 
tite Of Va...... 20 3.00 15 5 
Lincoln National 10 1.20 26% 27% 
Mo. State Life.. 10 ace -40 

Natl. Life & Ac.. 10 1.60 65 
Northw. National 5 .60 16% 17% 
North. Amer. ... 2 3 3% 
Ohio National .. 10 1.00 22 26 
Ohio State Life..100 10.00 225 aN 
Old Line Life.... 10 60 16 17 
Pacific Mutual... 1 ars 3 4 
Peoples Life, Ind 10 -60 5 23 
Philadelphia Life 10 eats 3% 4% 
Rockford Life .. 10 Ses 4 8 
Sun Life, Can..100 ere 650 675 
TRAVGIGTS .....+ 100 16.00 475 485 


1.20 23 28 
50 16 18 


Union Central.. 20 
Wisconsin Natl.. 10 


L. D. Kern, secretary Alliance Life 
of Peoria and Mutual Life & Casualty, 
who has been afflicted with colitis and 
been off the reservation for some 
months, seems to be regaining his health 
and hopes to get back to work after the 
first of the year. 











POLICIES 


Home Life Continues Sc), 








Dividend Setup and Interest on Fund 
on Deposit to Remain Unchanged 
for 1937 





NEW YORK, Nov. 19.—The Home 
Life of New York announced this week 
the continuation of its present divideng 
scale. 

Interest on dividends on deposit ang 
also on policy proceeds left with th 
company will continue unchanged x 
the rate of 4 percent. In accordance 
with the usual practice, the action o 
dividends at this time is for the firg 
three months of the ensuing year, At 
the January meeting of the directors jt 
is customary to extend the payment for 
the balance of the year. It is antici. 
pated that this usual practice will he 
followed this year, 


New Prudential Annuity Rules 


Misunderstandings resulting from the 
term “refund annuity” have caused the 
Prudential to require the application to 
specify, “Life annuity, with payments to 
continue in any event until total pay. 
ments equal purchase price.” 

Experience has shown the need for 
documentary evidence as proof of age, 
One-fourth of the Prudential’s new ap. 
plication blank is taken up by this fea 
ture listing 10 sources for such in- 
formation in order of preference. 

Two new questions have been added 
dealing with the source of funds for the 
single premium. The purpose of these 
questions is to impress the advantages 
of settlement options over a new an- 
nuity contract where proceeds may be 
coming from a life insurance or endow- 
ment contract even though the original 
policy is not with the Prudential. The 
company requires that the applicant 
give reasons for preferring a new con- 
tract to the settlement options which 
are available to him. 

The Prudential prefers that payments 
be made directly to the annuitant or to 
a bank and the new form makes no pro- 
vision for payment to go to any other 
party. The new contract also provides 
for all rights to vest in the annuitant 
during his lifetime without consent of 
the beneficiary. 


Aetna Continues 1936 Scale 

Directors of the Aetna Life have 
voted dividends to be paid next year on 
the same scale as in 1936. The rate ol 
interest allowed in the participating de- 
partment on proceeds of policies left 
with the company and on dividend ac- 
cumulations for all payments falling due 
in 1937 will be 3% percent the rate al- 
lowed in 1936. The same rate, 3/2 per 
cent, will be paid in the non-participat- 
ing department on funds held by the 
company. 








General Agents Groups Meet 


Officers and members of the execu 
tive and contract committees of the 
General Agents’ Association of the 
Northwestern Mutual held their annual 
meetig at the home office, conferring 
with company officials. In attendance 
were B. J. Stumm, Aurora, III., pres 
dent; L. F. Larson, Portland, Ore. 
E, R. Gettings, Albany, N. Y., and M. A. 
Carroll, Oshkosh, Wis., vice-presidents, 
R. H. Pickford, Cedar Rapids, Ia., set 
retary-treasurer; W. F. Atkinson, Brook- 
lyn; H. J. French, Madison, Wis., Sam 
Erickson, Mankato, Minn., H. L. Smith, 
Harrisburg, E, T. Proctor, Nashville, 
P. W. Fahey, St. Paul, C. R. Garrett, 
Sioux City, Ia., Roger Clark, Pittsburgh, 
and H. L. Cramer, South Bend, mem- 
bers of the executive committee. Men 
bers of the contract committee atten’ 
ing were E. E. Cantrall, Springfield, Ill, 
and Messrs, Stumm, Clark, French, Gar- 
rett and Carroll. 
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Agency Officers Conclude Meeting 


(CONTINUED FROM PAGE 2) 





: 
sid the committee has been getting 
suggestions from presidents of the va- 
rious companies and expects to have a 
concrete plan of action ready shortly 
f an, 1. 
gh Executive Chairman Holder- 
ness was placed on the committee, 
whilé the new chairman will be a mem- 
ber ex-officio. ; 
Local life underwriters groups will 
have charge of plans for the week in 
their respective areas. Sales plans will 
be left to the companies, and the main 
interest of the committee will be to 
broaden concepts of life insurance in the 
minds of the public, Mr. Hunt said. 


Lists Objectives 


He cited the lack of information on 
life insurance in elementary schools and 
said that since other business is studied 
in these schools, he felt life insurance 
should also be scrutinized. This will 
be one of the objectives of the 1937 
week. President Patterson of the Na- 
tional Association of Life Underwriters 
and his group will also help in inform- 
ing young America of the merits of life 
insurance, it was said. 

In addition to trying to reach every 
home and bring a knowledge of life 
insurance for the public, the committee 
hopes to show young men the attraction 
of a career as life insurance counselor. 

The same general procedure will be 
followed as in 1936 and the Young & 
Rubicam advertising agency of New 
York will again develop newspaper ad- 
vertising, prepare the book and pub- 
licity campaign and similar work, it 
was said. C. T. Steven, Phoenix Mu- 
tual, was appointed chairman of the 
publicity committee. 

Chairman Hunt in closing brought 
out two more objectives of the 1937 
week. One is to make women more 
life insurance conscious. The program 
will encourage women to help in keep- 
ing up persistency of their husband’s 
insurance and will also point out the 
value of the life contract to single 
women. Another point he mentioned is 
that of security. Since America is more 
conscious than ever before of the words 
“social security,” the committee will 
stress the part life insurance plays in 
obtaining this objective. 


1936 Week Reviewed 


In reviewing the 1936 Life Insurance 
Week, S. T. Whatley, vice-president 
Aetna, chairman of the program com- 
mittee, said proof of the satisfaction of 
the week will take time but his ex- 
perience in the companies’ cooperation 
In raising money was most heartening. 
He praised the companies not only for 
their financial support, but for their in- 
spiration and encouragement to their 
field organizations during the special 
Program. 

With 131 companies representing 
over 90 percent of the total life insur- 
ance in force in the United States sub- 
scribing, a campaign fund of $117,845 
was raised, exclusive of receipts from 
sales of the booklet, “Seven Wise Men.” 
Young & Rubicam, advertising agency 
of New York, which handled the 1935 
drive, were chosen again for 1935. An 
intensive campaign, using all media, was 
prepared. 


Much Advertising 


A group of four advertisements with 
the slogan, “The sooner you plan your 
luture, the better your future will be,” 
Was used again in 1936 and appeared in 
all advertisements, The advertisement 
Prepared in 1,000- and 600-line sizes ap- 
peared in 734 newspapers in 403 cities, 
Which was a gain over the placement 
m newspapers during the 1935 week. 

Seven Wise Men,” a 20-page book- 
let printed in two colors, was designed 
Ne tie in with newspaper advertising. 
ndividual cases of seven real people 
were treated to illustrate the more vital 





applications of life insurance. On a 
pro rata basis 1,400,000 booklets were 
distributed without charge to contribut- 
ing companies and nearly 700,000 copies 
over and above the original quotas were 
purchased by companies and the Na- 
tional Association of Life Underwriters. 

Other media included 100,000 posters 
and two giant telegrams, one from 
General Pershing and the other from 
Admiral Byrd; and radio talks by 
Boake Carter and Walter B. Pitkin 
were featured. Addresses, newspaper 
and magazine articles, local advertising 
and special displays were also used. 

The chairman expressed thanks to 
all those who had aided in making the 
1936 week a success. 


Chairman Speaks 


Retiring Chairman Holderness at the 
last morning session, in reviewing “Our 
Association Today,” said that bit by 
bit systematic collaboration is being 
built up among various units in the 
life insurance business, and especially 
in the agency’s consciousness. In giv- 
ing account of the stewardship, he said 
members of the Association of Life 
Agency Officers should never forget 
that the organization is looked to for 
improvement by the field in education 
and sales. The organization can con- 
tribute greatly to the present and fu- 
ture development of the tremendous 
enterprise of life insurance, the chair- 
man said. 

Company executives must never for- 
get the problems faced by the field and 
must always be sales-minded, he added. 
Among points to be remembered is the 
tendency of the public to criticize the 
life agency system and its method of 
compensation. The field is not only 
looking toward companies for guidance 
and counsel, but also for protection in 
old age. Means should be sought for 
adequate compensation for men in ex- 
perimental periods and also in their old 
age, it was said. 

Life insurance should also spend 
more on publicity and research, since 
it lags behind other industries in this 
phase and in developing closer relations 
with its representatives. 

AGENCY MEETING NOTES 

Vv. H. Jenkins, vice-president Occi- 
dental Life of Los Angeles, was kill- 
ing two birds with one stone on his 
trip to Chicago. Besides attending the 
convention, he stayed an extra two days 
to aid in arranging for opening a 
branch office of his company in Chicago. 

* * * 

T. J. Mohan, vice-president of the 
Eureka-Maryland Assurance and secre- 
tary of the American Life Convention’s 
Industrial Section, was on hand. He is 
enthusiastic about the possibilities of 
establishing a research bureau for in- 
dustrial agents’ problems. 

* « * 

I. C. Cunningham, division manager 
of Occidental Life of Los Angeles, was 
another delegate who stayed in Chicago 
after the convention closed. He is com- 
pleting details attendant to opening the 
company’s branch office. 


Life Advertisers 
Gather in Chicago 


(CONTINUED FROM PAGE 2) 





onto winning the cup in Group 1 con- 
sisting of companies with $250,000,000 
or less insurance in force. The North- 
western National Life won the Group 2 
cup among companies from $250,000,- 
000 to $500,000,000.. The Travelers was 
awarded the Group 3 cup for the larger 
companies. 

For the first time a president of the 
National Association of Life Under- 
writers appeared on the program and 
the plan will probably be continued. 
President Alexander E. Patterson, Penn 
Mutual general agent in Chicago, made 





a stirring appeal for an _ institutional 
advertising program and urged more 
extensive use of life insurance adver- 
tising. 

In bringing greetings from Canada, 
W. J. Cowls, Mutual Life of Canada, 
president of the Life Advertisers Asso- 
ciation of Canada, said that changing 
conditions create situations which de- 
mand a change in the type of copy used 
in insurance advertising. Formerly 
institutional advertising in Canada was 
devoted strictly to sales. Lately sev- 
eral companies have been stressing that 
the public is the real owner of the 
bonds and mortgages which are affected 
by unjust legislation. 


Asks Accident Prevention 


A plea for more active participation 
of life companies in the campaign to 
reduce automobile accidents was made 
by Arthur H. Reddall, Equitable Life 
of New York. In addition to the use 
of more publicity and advertising, Mr. 
Reddall urged the education of the 
agents and policyholders to set an ex- 
ample in practicing safety. 

In his talk on “Bringing Advertising 
to Local Life Underwriters Associa- 
tions,’ Bart Leiper, Provident Life & 
Accident, said that advertising men 
must keep in closer touch with the 
man on the firing line. In talking to 
life underwriters, advertising managers 





should stress how the advertising fits 
into the picture and the necessity of 
following it up.personally. Examples 
of tested copy and the profitable use 
of advertising material offer interesting 
material for association talks. 


Tells of Recruiting Aids 


In discussing recruiting helps John 
H. McCarroll, Bankers Life of Iowa, 
told of: the six recruiting booklets his 
company sends out to _ prospective 
agents at weekly intervals at the man- 
ager’s request. The plan has proven 
successful and an increasing number of 
managers are taking advantage of it. 

In order to assist general agents in 
recruiting men and showing them pos- 
sibilities in life insurance sales work, 
the Connecticut Mutual Life has de- 
vised a scrap book for general agents. 
F. O. Lyter, Connecticut Mutual assist- 
ant superintendent of agencies, told of 
the development of the book. Its main 
objective is to provide the general agent 
with pertinent material which he can 
present in his own individual way. 
There is a great need for making the 
life insurance selling job more attrac- 
tive than ever before, declared Mr. 
Lyter. 

Methods by which mail advertising 
can be made more effective were out- 
lined by E. E. Kirkpatrick, superin- 
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tendent of agencies Ohio National Life. 
Those who produce direct mail adver- 
tising must be conscious of the far- 
reaching effect of what they produce, 
he declared. Careful planning of its use 
and distribution is essential. The Ohio 
National prepares its advertising for a 
specific purpose so as to fit into sales 
programs, 

There is a lack of definite under- 
standing on the part of the agent as to 
the aims, purposes and functions of di- 
rect mail advertising, said Lewis B. 
Hendershot, Berkshire Life manager 
of agencies. He stressed the necessity 
of doing a better job of selling agency 
managers and agents on the use of di- 
rect mail advertising. “Have we used 
direct mail advertising technique in 
selling our field the use of direct mail 
advertising? Have we applied direct 
mail advertising principles in launching 
our direct mail advertising plans and 
campaigns?” he asked. 


Manager Is Key Man 


An advertising man should not be 
content to devote his efforts to the 
creation of material, but he should com- 
plete the task by following through in 
the actual direction and supervision of 
direct mail activities, said Mr. Hender- 
shot. The agency manager is the key 
man around whom all advertising activ- 
ities must revolve. Agents turn to the 
manager for assistance and guidance 
and he is the logical channel through 
which sales ideas and business getting 
plans flow. 

Regularity in the use of advertising 
was stressed by T. M. Rodlun, Acacia 
Mutual, in discussing “Advertising as a 
Management Tool.” He told of the suc- 
cessful methods used by his organiza- 
tion to sell the agent on the idea of 
using advertising. He demonstrated 
the electrical transcription record talk 
on advertising which he sends out to 
agencies to sell the use of mail adver- 
tising. He pointed out that advertising 
should be considered as an assistant 
salesman to help agents make more 
money. 1h jae 

Practical Examples 


Practical examples of the use of di- 
rect mail advertising were outlined by 
Lynn S. Broaddus, Chicago manager of 
the Guardian Life. The main objective 
of an agent should be to extend his 
acquaintances. Direct mail aids him in 
this respect, as it provides a track for 
the agent showing him where to go. 

Don McCray, Chicago advertising art 
director, discussed modern design and 
topography. 

There were three talks on radio ad- 
vertising. I. Cunningham, Occi- 


dental Life, manager of agencies, read 
a paper prepared by C. S. Rathbone, 


was unable to be present. He outlined 
the particular radio plans used by the 
Occidental Life. After much research 
and study the Occidental’s “Winning the 
West” program was planned. A family 
budget book is offered in the broadcast 
to gain prospects. Agents working 
these leads say that more than 40 per- 
cent of them eventually result in some 
business. 

Contests on the air were discussed by 
Karl Ljung, Jr., Jefferson Standard 
Life, who is also vice-president of radio 
station WBIG, Greensboro, N. C. There 
has been great development in the con- 
test idea, there now being about 30 on 
the two major broadcasting systems. 
The Jefferson Standard is offering 
prizes over the radio and through news- 
paper advertising for the best idea for 
a program to celebrate its 30th anni- 
versary. The contest started Oct. 1 
and will close Dec. 1. 

In discussing ways of measuring sales 
effectiveness of radio programs. Rensis 
Likert of the Sales Research Bureau 
said the size of the audience does not 
necessarily indicate sales influence. In 
considering advertising in general, Mr. 
Likert said that the main thing is to 
consider “How can we change the atti- 
tude of people towards life insurance?” 

The latest developments in reminder 
advertising were outlined by Thomas 
J. Hammer, Protective Life. 





EDUCATIONAL WORK 








The educational work of the Massa- 
chusetts Mutual Life among boys in 
developing them as future buyers of 
life insurance was outlined by J. M. 
Blake, manager of field service. The 
Massachusetts Mutual has a monthly 
magazine for boys called the “Ashlar.” 
Several agencies have secured amounts 
running from $30,000 to $300,000 of 
additional annual production through 
this contact system. The program is 
based on the supposition that the pur- 
chase of a first policy is an important 
event and that the contact will be valu- 
able for the company. 

To reduce mortality and persistency 
costs to offset the lower investment re- 
turn, the Lincoln National Life insti- 
gated a campaign for quality business 
among its agents, said W. Plogs- 
terth, director of field service. Agents 
were told that the kind of prospecting 
determines. very largely the quality and 
profitableness of the business. Statistics 
show that the lapse rate depends in 
large measure on the kind of prospect- 
ing. In drawing up the rules for a 
month’s contest instead of rewarding 
for volume alone, special merit was 





Occidental Life agency secretary, who 


premium payments, cash with applica- 
tion, policyholder with insurance in 
force, income settlement of proceeds 
and size of policy. The campaign re- 
sulted in 50 percent more applications 
on the lives of policyholders than in 
the average month and the average size 
of the applications was 12 percent 
larger. One-third of the applications 
were accompanied by full settlement of 
the first premium, but there was little 
change in the method of premium pay- 
ment, 
Getting Advertising Used 


The problem of getting advertising used 
was considered by Ernest L. Guttersen, 
California-Western States Life, in “Our 
Double Job—Half Done.” More con- 
tests, new sales helps and better adver- 
tising are not the answer, he _ said. 
More attention is needed in transmit- 
ting into forward motion the power 
which is already available. Plans for 
getting field men to adopt and use new 
sales idea methods should be made with 
the expectation of slow rather than 
rapid progress, said Mr. Gutterson. He 
urged that more time be given to study- 
ing ways and means of motivating 
agents to use advertising. 

The use of “Third Party Influence in 
National Advertising” was told by 
Harry A. Richardson, Mutual Benefit 
Life. Life insurance is bought on the 
recommendation of an agent so the 
Mutual Benefit decided to extend the 
process in its national advertising by 
using recommendations of policyhold- 
ers. The plan has secured results and 
the company’s identity rating has taken 
a gratifying upswing as a result of the 
campaign. 

The use of newspaper advertising 
was stressed by J. P. Lyons, Manufac- 
turers Life. The great advantage of 
this medium is that it is timely. Copy 
for newspaper advertising should be 
written on the assumption that the cas- 
ual reader has only time for an impres- 
sion. Through frequent use the com- 
pany’s name becomes firmly imbedded 
in the public mind and the agent does 
not have to sell the company as well 
as his plan. 

Plan Brings Success 


In_ fictionized discussion Bert N. 
Mills, Bankers Life of Iowa related the 
“Mystery of the Twentieth Ad.” His 
talk was based on the idea that after 
19 unsuccessful advertisements, the 20th 
produced results because the agents 
were sold ahead of time on the value 
of the advertisement and each salesman 
was given complete instructions on how 
to use the advertising in his sales work. 

Interesting surveys of reading habits 


—— 


Says That Agents Should 
Study Human Obligation; 











“The man who would be successfy| in 
business does not neglect the human ob. 
ligations of sympathy, courtesy, and fel. 
lowship,” said A. J. McAndless, execy. 
tive vice-president Lincoln National Life 
in a recent bulletin. “Business itself js 
simply the utilitarian phase of natural 
social intercourse.” 

Applying this theory to the life ingyr. 
ance Mr. McAndless went on to Say: 
“Human interests, sometimes apparently 
trivial, are nevertheless important. Life 
underwriting is based upon mutual jp. 
terests. The underwriter’s relation to 
the public is personal and intimate, Suc. 
cess in the profession depends upon 
meeting people individually and on com. 
mon ground. 

“The successful underwriter seeks to 
cultivate the graces and arts of gentility 
and a wide variety of interests in the 
things other men think, say, and do. He 
does not departmentalize his own career, 
rejecting all matters that do not strictly 
concern his business. Instead, with no 
loss of dignity, he makes himself agree- 
able in every situation, to the end that 
he may thus establish the common 
grounds of sympathetic, courteous sincer. 
ity. A business transaction, so effected, 
bestows honor as well as profit.” 








York; Paul Speicher, Research & Re- 
view Service, discussed “Safeguarding 
Consumer’s Acceptance,” and Gor- 
don Hunter, vice-president and agency 
manager Phoenix Mutual Life, told 
how to “Estimate the Situation.” 

Social security cannot be bestowed on 
the people, it must be earned, declared 
Prof. Gus Dyer, Vanderbilt University, 
in his banquet talk. It is necessary 
that the people sacrifice and give up 
something day by day to gain security 
and to build the necessary moral char- 
acter. 


Joint Meeting Held 


After a short opening session on the 
first day the Life Advertisers Associa- 
tion adjourned to attend the joint meet- 
ing of the Sales Research Bureau and 
Association of Life Agency Officers. 
Plans for Life Insurance Week and 
several advertising talks were on that 
program. 

The meeting of attacks on life insur- 
ance was discussed by Robert G. Rich- 
ards, Atlantic Life, in a committee re- 
port. He told of the necessity for 
having adequate information to meet the 
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~ LEGAL RESERVE FRATERNALS 
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Mrs. Willard Is Texas Head 





Elected President of State Congress at 
Annual Meeting; President Hadley 
of N. F. C. Speaks 





Mrs. Jeanie Willard of Denison, Tex., 
was elected president of the Texas Fra- 
ternal Congress at the annual meeting 
in Dallas, succeeding A. S. Bradshaw. 
She has been acting president for some 
time. R. M. Wood, Dallas, was named 
frst vice-president; Mrs. Eva Hsukey, 
Greenville, second vice-president; Ruben 
Young, Dallas, third vice-president, and 
J. H. Cullom, Dallas, secretary for the 
30th consecutive term. All members of 


the board were reelected. Mineral 
Wells was selected as the next conven- 
tion place. 


‘axing insurance premiums for old 
age pensions and jobless insurance was 
roundly scored by Charies Spradley, 
Austin, who said it was “strange that 
along with legislation to take care of 
the aged 1s a tax on insurance premiums, 
which are paid to take care of some 
one and obviate the need of the state 
providing for them.” He urged that 
the estimated 300,000 fraternal policy- 
holders in Texas demand the premium 
tax be repealed by the next legislature. 
There is little likelihood, he said, that 
protest from fraternal society officials 
would get much attention. 

S. H. Hadley, Sharon, Pa., president 
National Fraternal Congress, said the 
feeling is general that fraternal societies’ 
commissioned representatives as well as 
salaried employes. would be included under 
the scope of the federal social security act. 
He said the payroll tax would cost the 
Protected Home Circle of which he is 
president $1,000 a month. He said the 
society would reduce salaries but such 
action would not sit well with em- 
ployes, or authorities at Washington. 
Otherwise there is no provision. 

Commissioner Daniel of Texas lauded 
the fraternals for their sound financial 
standing and manner of operations. He 
saw continued growth for these organi- 
zations in the state. ‘Commissioner 
Read of Oklahoma spoke briefly, saying 
the fraternals are performing a task 
much needed in insurance. Secretary 
Cullom discussed problems fraternals 
meet in Texas, told of growth of the 
societies and of work planned for the 
coming year. There was a “Fraternal 
Day” at the Centennial. 








Progress! 


JAN.— JUNE 1936 
A SIX MONTH’S RECORD 
Assets Increased . . . $461,947.37 
Insurance in Force . $53,400,219.00 
(Net Increase). . . . $2,371,877.00 





Death claims for 1935 were only 2.84 
ber 1000. The lowest of all the 187 
Fraternals doing business last year 
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Five Convicted of Mail Fraud 


Iowa Court Passes Sentence on Those 
Involved in Fraternal Merger 
in 1931 








FORT DODGE, IA., Nov. 19.—After 
only a few hours deliberation a jury in 
federal district court here returned a 
verdict of guilty in a mail fraud case 
against five rormer directors of the Mod- 
ern Brotherhood of America, Mason 
City, Ta. 

Judge Scott sentenced the men to pay 
$10,00u fines each and to serve two year- 
terms in the federal penitentiary. The 
convicted men are Albert Hass of Ma- 
son City, tormer president of the M. 
B. A.; W. Pingree Curtis, Chicago; 
Frank C. Parnell, Boscobel, Wis.; Wil- 
lard A. Knight, Grand Rapids, Mich., 
former directors of the brotherhood, and 
Charles R. Parks, operator of an insur- 
ance concern in Chicago. 

The charges grew out of negotiations 
for the alleged splitting of a $300,000 
secret commission for the merger of the 
Modern Brotherhood of America and 
the Independent Order of Foresters, 
Toronto. 


Fraternals Merged in 1931 


The merger took place in December, 
1931. The mail fraud action was brought 
in 1934 shortly betore the period of hmu- 
tation of action expired. It was charged 
that Parks negotiated the merger and 
collected $300,000 from the Foresters. 
Testimony was offered in the trial that 
he cashed the check at a New York 
bank and on the next day sent cashier’s 
checks to the defendants in the total 
amount of $292,000. There was evi- 
dence that additional contracts existed 
calling for the payment of approximately 
$400,000 in additional amounts to for- 
mer officers and directors of the M. 
B. A. for salaries and special services 
of employes. Payments had _ stated 
under these contracts and then ceased. 

Former Commissioner E, W. Clark of 
Mason City was a former treasurer of 
the M. B. A., but resigned his post and 
connection with the brotherhood before 
he became insurance commissioner. 
Clark has stated on several occasions 
that the Iowa department learned of 
rumors of a secret commission in con- 
nection with the merger, and that he, 
as commissioner, sent an examiner to 
Canada for investigation and certain 
facts were there turned up. 

Clark was the subject of an investi- 
gation in the last session of the Iowa 
legislature, in connection with an in- 
quiry into the merger. The investiga- 
tion died on report of the insurance com- 
mittee of the lowa senate, reporting ad- 
versely against the inquiry as it related 
to Clark. The report exonerated the 
commissioner. 

Three Scott county residents have 
filed a $450,000 civil suit against five 
former officials of the Modern Brother- 
hood of America. The plaintiffs in the 
new action are Spencer Frink, Robert 
H. France and William Hakemson, all 
of Scott county and former members of 
the insurance group. 

Attorney J. A. Hanley, vice-president 
of the M. B. A., Davenport, son of the 
founder of the insurance group, testified 
that he had not learned of the secret 
commission of $300,000 until six months 
after the commission. 

“They asked my advice then,” Han- 
ley said, “I pointed out to them that it 
was too late but urged them to cancel 
the merger and return the commission. 
This they refused to do.” 





Dr. Forney Heads Sanitarium 


ROCK ISLAND, ILL., Nov. 19.— 
Dr. F. A. Forney, chief of medical staff, 
Modern Woodmen’s _ sanitarium_ at 
Woodmen, Colo., was appointed medical 
director and superintendent by the ex- 
ecutive council. George Rule, Denver, 


was named business manager of the 
sanitarium. 


Chio Congress Gets Behind 
Several Legislative Bills 








The Ohio Faternal Congress in an- 
nual convention at Columbus decided 
to reintroduce in the Ohio senate and 
urge passage of bills providing for 
juvenile insurance trusteeship for bene- 
ficiaries and relating to actuarial re- 
quirements. The National Fraternal 
Congress will be invited to meet at Co- 
lumbus in August, 1937. 

C. L. Biggs, recorder Maccabees, 
Detroit, and H. L. Ekern, president 
Lutheran Brotherhood, were among the 
speakers. About 100 societies were 


represented. 

Franklin Rubrecht, Columbus was 

reelected president. Vice-presidents are 
B. Yaw, Columbus, and E. 


J. 4 
Nikodym, Cleveland. J. T. Carroll, Co- 





lumbus is treasurer, and E. A. Mayers, 
Toledo, secretary. Mr. Rubrecht also 
will be general counsel. 

On the legislative committee are Mrs. 
Mary Grega, Cleveland; E. W. Dillon, 
Columbus; F. F. Schwarz, Toledo; 
William Wild, i oledo, and R. S. Cox, 
Junior Order, Millersburg. 





McNutt, McClain Speakers 
at Indiana Congress Meet 





The Indiana Fraternal Congress held 
its annual meeting in Indianapolis, Nov. 
16, President P. O. Bowers, Ben Hur 
Life, presiding. Among the speakers 
were J. C. Snyder, president; F. M. 
Mason, secretary, and Dr. W. L. 
Straughan, medical director, Ben Hur 
Life; Walter Basye, fraternal editor; 
Governor Paul V. McNutt of Indiana; J. 
V. Sees, secretary Standard Life; Frank 
Hough, secretary Fidelity Life; Commis- 
sioner McClain of Indiana; J. T. Spiker, 
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exclusively for women. 


E. W. THOMPSON 
Supreme Commander 











Our Own Home Office Building 


a consistent growth since its organization in 1902 as a purely fraternal association, and now 


has 


Assets, Oct. 1, 1936 
(Increase 128.05%) 
Insurance, Dec. 31, 1929 


(Increase 20.45%) 








THIRTY-FOUR YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


AID 


The Aid Association for Lutherans has enjoyed 


$167,000,000.00 


Insurance in Force with Total Assets over $21,278,000.00 


A REMARKABLE SIX-YEAR DEPRESSION RECORD 


Assets; Dec. 31, 1929... ccccccccccccccccccccccecccsescceccccccccccccces $ 9,330,284.14 


TOPerrrrrirrre Tr Titi rre cre $ 92,510,000.00 


Tmsusemce, Get. 3, 1966. cc cc ccccccccccuce 


eee eee eee ee 


During this period, the Association paid $10,869,497.88 to certificate holders and beneficiaries. 


ASSOCIATION 


FOR 


LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


21,278,116.66 


166,940,304.59 
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treasurer Polish National Alliance, Chi- 
cago; Secretary F. F. Farrell of the Na- 
tional Fraternal Congress; A. L. Zivich, 
legal adviser Croation Catholic Union, 
and L. E. Black, manager Hooper- 
Holmes Bureau. 





N. F. C. Executives in Session 
Consider Security Problem 





The executive committee of the Na- 
tional Fraternal Congress met at the 
executive headquarters in ‘Chicago 
Wednesday, the first session since the 
new committee was constituted at the 
annual meeting in New York in August. 
President S. H. Hadley of the N. F. C,, 
head of the Protected Home Circle, 
Sharon, Pa., presided as chairman. 

The committee considered the effects 
on fraternal societies of the social se- 
curity act. At yet there has been no 
official ruling by the social security 
board as to the status of societies’ com- 
missioned representatives under the act. 

Fraternals are much concerned over 
this act, for they do not have the lati- 
tude for extraordinary expenditures 
such as have old line life companies. 











UNUSUAL 
OPPORTUNITIES 


THE progressive, forward- 
looking policy of this 86-year- 
old company offers unique op- 
portunities in both the Home 
and Foreign fields. 


EXCEPTIONAL general 
agency openings in New York, 
Connecticut, Rhode Island, 
New Jersey, Pennsylvania, 
Ohio and Illinois for qualified 
representatives. 


Goop territory available for 
personal producers under di- 
rect contract. 


Since 1850 


UNITED STATES LIFE 


INSURANCE COMPANY 


.an address and papers were read 


The scope of their expenditures is 
sharply limited and it does not con- 
template the tax payments which so- 
cieties may have to make if their com- 
missioned_ representatives are ruled 
under the law and subject to the tax as 
“employes.” The fraternal leaders hold 
these are individual contractors, the 
same as commissioned agents of old line 
life companies. 

It appears likely, however, that in any 
event the salaried secretaries and other 
personnel in the staffs of lodges will be 
ruled to be under the act. 

The executive committee also dis- 
cussed plans for the midwinter meet- 
ing of the various N. F. C. sections to 
be held in Chicago, Feb. 22-23. The 
hotel has not yet been selected but ne- 
gotiations are now under way and Sec- 
retary F. F. Farrell will make the an- 
nouncement soon, 


Orr President Temporarily 


H. P. Orr, Caro, Michigan, general 
attorney Gleaner Life, has been ap- 
pointed president pro tempore by the 
executive board succeeding the late 
Ross L. Holloway. He will hold the 
office until the general meeting in De- 
cember when a new president will be 
elected. 


South Dakota Gathering 


Pearl Fisher, Woodmen Circle, Sioux 
Falls, was elected president of the South 
Dakota Fraternal Congress at the an- 
nual meeting; J. E. Heiden, Aid Associ- 
ation for Lutherans, first vice-president; 
J. E. Roundy, second vice-president; E. 
A. Loomer, third vice-president, and P. 
J. Cragen, secretary-treasurer. 


New Officials Are Named 


Two new trustees and a new second 
vice-president were elected at the con- 
vention of the Western Catholic Union 
held in Joliet, Ill. The new trustees are 
Mrs. Cecial Glodzik of Chicago and W. 
H. Lakebrink, Union, Mo., and the sec- 
ond vice-president, Mrs. Minnie Koontz, 
St. Louis. Age limit was increased from 
50 to 55 for both men and women. It 
was decided not to reinstate unrestricted 
cash loans on all ordinary life and 20- 
pay life certificates, but to retain them 
on 20-year endowment. 











Tennessee Congress Elects 


Mrs. Eva V. O’Donnell, Royal Neigh- 
bors, was elected president of the Ten- 
nessee Fraternal Congress at the annual 
meeting in Chattanooga. Other new 
officers are: Vice-president, Mrs. Clara 
B. Cassidy; secretary-treasurer, C. E. 
Drummond. Mrs. Pearl I. Rhoades, N. 

Wiley and S. B. Davidson were 
elected on the executive committee. The 
1937 annual meeting will be held in Jack- 
son, Tenn., in October. 





New Home Office Rising 


The home office of the Protected 
Home Circle at Sharon, Pa., is rising 
rapidly from the ashes of the old one 
burned some time ago. Structural steel 
and concrete work on several floors and 
the roof has been completed, stairs set 
in place and brick and masonry work is 
well under way. The outer face will be 
high finish gray white brick. 





Virginia Congress in Session 

The Virginia State Fraternal Con- 
gress met at Richmond with a full pro- 
gram of addresses by leading fraternal- 
ists, President J. E. Turner presiding. 
The next annual meeting will be held 
at Norfolk. Hill Montague, past presi- 
dent National Fraternal Congress, gave 
on 
“The Local Lodge System,” by Mr. 
Jones of the Royal Arcanum; ‘What 
the Virginia State Fraternal Congress 
Should Mean to Our Society,” by T. G. 
Smoak, Woodmen of the World; “The 
Advantages of Fraternal Protection 
over Those of Commercial Insurance,” 
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by Mr. Cronin, Protected Home Circle; 
“The Best Way to Hold Our Juniors’ 





Interest Until They Reach Adult Age,” 
by Miss Etta King, Woman’s Benefit, 
“What Is the Purpose of a State Frater- 
nal Congress and Its Relationship to 
the National Fraternal Congress,” by 
President Turner. 





Pennsylvania Congress Rally 


Commissioner Hunt of Pennsylvania, 
former Governor Fisher, Senator James 
J. Davis and Attorney-General Charles 
Marcioti are on the program of the 
Pennsylvania ‘Fraternal Congress an- 
nual meeting to be held at the William 
Penn Hotel, Pittsburgh, Dec. 3-4. Presi- 
dent Fred H. Service will preside. 





To Hear Six Tax Cases 


Oral arguments will be heard Jan. 
26 by the Oklahoma supreme court in 
six of the more than 50 fraternal tax 
cases involving about $2,000,000. These 


cases are: Maccabees, Praetorians, 
Modern Woodmen, Woodmen of the 
World, Royal Neighbors, Women’s 


Benefit and Woodmen of the World. 
The court ruled in identical cases in 
September that the Woodmen Circle 
and Woodmen of the World were sub- 
ject to the same law as other insurance 
companies. 
Licensed in Virginia 

The Lutheran Brotherhood of Minne- 
apolis has been licensed in Virginia, 
making 27 states in which it is operat- 
ing. 





Minnesota Rally Dec. 12 


The Minnesota Fraternal Congress 
will hold its annual meeting at Minne- 
apolis Dec. 12. 


Somerville Joins E. F. White 


KANSAS CITY, Nov. 19.—Neil Som- 
erville, producer for the A. M. Embry 
agency of the Equitable Life of New 
York here five years, has gone with the 
E. F. White agency of the Connecticut 
Mutual at Dallas, as sales manager of 
production. Prior to going with the 
Equitable, he was supervisor for the 
Penn Mutual here. 


Rossiter to Mutual Benefit 


E. B. Rossiter, formerly district man- 
ager of the Pacific Mutual Life at Bil- 
lings, Mont., for more’ than 14 years, 
has become district agent of the Mutual 
Benefit Life in the Billings area. 


Armitage Dallas Manager 


Elton M. Armitage has been ap- 
pointed branch manager of the Volun- 
teer State Life, at Dallas, Tex. He is a 
native of Nebraska and a graduate of 
the University of Nebraska. 


Speaks on Psychiatry 

At the meeting of the Boston Life & 
Accident Claim Association last Fri- 
day the speaker was Dr. Jackson M. 
Thomas, chief medical officer of the 
Boston Psychopathic Hospital, who 
spoke on “Psychiatry in Relation to 
Insurance Companies.” 


Rochester Life Leader 
Mysteriously Disappears 














Irving H. Rodwell, an agent of the 
New York Life in Rochester, N. Y., well 
and favorably known, who was succeed- 
ing in the life insurance business, a Cor- 
nell graduate of 1924 and president of 
the Rochester Life Underwriters Asso- 
ciation, has been missing from his home 
since Nov. 7. He is the father of three 
children. He left his home that day, stat- 
ing that he was going to the State Ex- 
periment Station at Geneva to see a 
prospect. He was listed in May of this 
year as the agent who wrote the greatest 
volume of business for the New York 
Life in its eastern department. Evi- 
dently he did not reach the experiment 
station. 








SALES DRIVES 


——, 


Ohio State Inaugural Campaign 


The Pittsburgh agency of the Ohio 
State Life was first among the agencies 
and A. M. Guay, Los Angeles general 
agent, was first among the individu 
producers in the inaugural campaign 
staged by the field force in honor of the 
new president, Claris Adams. Th, 
Mansfield agency was second, Colum. 
bus third, Marion fourth, Chicago-Kiefer 
fifth and Los Angeles sixth. 

Among the individual producers, 4, 
E. D’Emilio, manager Pittsburgh 
agency, was second; J. H. Culler, Ash. 
land, O., was third; C. A. Contis, Pitts. 
burgh, fourth; P. J. Kieffer, Chicago, 
fifth, and J. L. Friedman, Pittsburgh, 
sixth, 

More than $4,000,000 was written jin 
the campaign. 








Luncheon to End Contest 


The agency staff of the William A. 
White agency of the John Hancock 
Mutual Life in Newark will attend 3 
luncheon Nov. 21, which will end a con- 
test in honor of the 20th anniversary of 
Louis §S. Silverman’s association with 
the company. Mr. Silverman, who is 
located in Hudson county, challenged 
the full-time agency force of the White 
office, with which he is connected, to 
write three times the amount of busi- 
ness that he would during the contest. 
The result will not be revealed until 
the luncheon meet, at which J. Bruce 
MacWhinney, associate general agent of 
the White office, will preside. There will 
be some prize awarding. 





Winners Attend Centennial 


Winners of a sales contest of the 
home office general agency of the 
Farmers & Bankers Life, Wichita, Kan., 
are attending the Texas Centennial. The 
three winners announced by Clayton 
Mammel, general agent, are Virgil 
Davis, Odon Davis and Harland Wiley. 
Mr. Wiley just joined the agency this 
year. 





Northwestern National’s Survey 


MINNEAPOLIS, Nov. 19.—Fur 
coats led booming “prosperity goods” 
sales in the third quarter of 1936. Fam- 
ily buying of home furniture also soared 
far above totals for the same period last 
year, paralleling wide gains by such pure 
luxury lines as sporting goods and lug- 
gage, according to the current “prosper- 
ity buying” survey of 236 department 
stores by the Northwestern National 
Life. 

While part of the broad increase in re- 
tail sales is accounted for by the grow- 
ing volume of instalment purchases of 
such items as pianos, household furni- 
ture, and electric appliances, the survey 
points out that sporting goods and lug- 
gage are principally cash or ordinary 30- 
day open account purchases. Freer 
spending of ready cash is also notably 
demonstrated in the 23 percent increase 
in volume of football, theater and other 
amusement admissions, as compared 
with the third quarter of last year. 


Missouri National Referee 


ST. LOUIS, Nov. 18.—Former Cir- 
cuit Judge Mix has been appointed ref- 
eree to hear the issues involved in the 
receivership suit of Superintendent 
O’Malley against the Missouri National 
Life, which is now being operated under 
the administration of the insurance de- 
partment. 

Mr. O’Malley took charge of the 
company in August, 1935, after filing a 
receivership petition in which he 
charged that the company was 1n- 
solvent, with liabilities of $70,406 and 
assets of only $32,794. Company oll- 
cials claim it has $67,115 assets and lia- 





bilities of only $58,439, leaving asur- 
plus of about $10,000. 
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SALES IDEAS AND SUGGESTIONS 








Training in Work Habits Is 
Greatest Hope in Business 





Development of “form” in the newer 
agents through long practice of certain 
fundamentals of their selling job is the 
greatest hope of solving the greatest 
problem in the life business today—turn- 
over of agents, H. G. Kenagy, superin- 
tendent of -agents Mutual Benefit and 
former assistant manager Life Insurance 
Sales Research Bureau, Hartford, told 
the Life Agency Supervisors of Chicago 
at the November meeting. 7 

Management in life insurance, he said, 
is depending on the younger agents as 
they go out on the firing line to think 
about fundamental things, and this just 
cannot be done. They must be trained 
so they function automatically in certain 
sales essentials. General agents, man- 
agers and supervisors must make sure 
that these agents have a track to run 
on that will keep them fairly close to 
the story they have to tell so the can- 
vass may be effective. Mr, Kenagy de- 
nied any thought of regimenting the 
agents. He believes the habits must be 
individualized. 

“This is not being done in more than | 
one agency out of 50 today,” Mr. Ken- 
agy said. 


Adequate Number of 
Presentations Is Needed 


“The objective of training is to guar- 
antee an adequate number of skillful 
presentations to real prospects. In the 
past we did not believe we could guar- 
antee results through training but now 
we know that we can, We can so train 
the new agent that when we send him 
out we can know what will happen in 
the presence of the prospect, that there 
will be a sufficient number of skillful 
presentations to give the agent the bene- 
fit of the law of average. 

“Emphasis in training used to be on 
knowledge, information, rather than on 
skill as we feel is the primary requisite 
today. We assumed that knowledge was 
power and gave power. We assumed 
the agent could take abstract ideas and 
put them into successful execution. Now 
we know that we must see that the agent 
gets enough practice to give him skill 
in his profession, to develop work hab- 
its, such as effective prospecting, secur- 
ing of information, telling his story, 
meeting objections, closing, etc. 

“Supervisors must be able to translate 
the job of various agents into specific 
skills—what to say, what to do, how to 
act under certain circumstances.” 


Only Few Agencies Are 
Doing Job Successfully 


Mr. Kenagy said there are about 12 
agencies in the United States that are 
doing an outstanding job in this line, 
that have good teachers and make sure 
the agents practice the elements of the 
sale over and over, being corrected by 
their instructors, until they develop 
orm. 

“There is as much reason for concern 
about form in selling as in golf,’ Mr. 
Kenagy said. “The training job is not 
mereiy one of reading good text books 
on the subject. An agent may have a 
vast fund of knowledge about life in- 
Surance selling and not be a good sales- 
man. The training job is one primarily 
of developing skill.” 

He cited the gas mask practice during 
the war as an illustration of his point. 
The recruits, many of them trained col- 
lege men or business executives, for 
weeks were kept at the job of putting 
or the gas mask and taking it off, a 
simple process, Mr. Kenagy said when 
he went through it he thought it was 
child’s play, as did many other men. 


war. Later he came to realize the higher 
officers had thought ahead to the time 
when gas masks must be donned in 
emergency and were seeking by practice 
to make the process automatic. He 
said in times of great emergency, such 
as in an attack during war, one does 
not think. The things that are done are 
accomplished through habits previously 
formed. 

The only time that an agent is ill at 
€ase in an interview, he said, is when a 
work habit is not functioning. He em- 
phasized his point by noting his own 
nervousness when he was editing his 
habit talk on the subject so it could be 
delivered in a shorter time than usual. 


Harmful Effect of Financing 
Is Demand for Quick Sales 


Mr. Kenagy said the training of 
agents along the lines he suggested 
would slow up recruiting in an agency, 
would greatly improve results of the new 
men taken on and give them more time 
to learn correct work habits. He felt 
this was the answer to the great prob- 
lem of 67,000 agents annually leaving the 
life insurance business for failure to 
make a living in it. Efforts of com- 
panies to cut down the field force by 
eliminating part-timers and ineffectives 
are good, he said, but the real answer 
in the long run comes back to training 
and supervision. He said obviously 
companies should be careful in selection 
of agents, restricting appointments to 
persons intending to make life insurance 
a profession. Too often appointments 
are dictated by expediency, he said. 

Another fault of the present system 
is the necessity to finance many agents 
and the accompanying demand that they 
get into quick production in order to 
warrant their financing and reimburse 
their offices. 

“We talk about life insurance as a 
profession,” he said, “although the de- 
mand is for agents to start producing al- 
most immediately, whereas in other pro- 





fessions the training period runs from 


two to seven years. If we look for long 
time results we must have a plan of 
training with two definite purposes, one 
the selective process of prompt elimina- 
tion of unfit agents, and second, a con- 
tinuous process of development of good 
work habits. We should be able to de- 
termine very quickly who will succeed 
and be a credit to the business. Our 
concern should not be so much in 
agency turn-over if we can keep it con- 
fined very largely to the early months 
in the business. Our real problem is in 
the men who get something of a start 
and then peter out.” 

Mr. Kenagy expressed the deepest 
conviction in the recommendations 
made, saying they had been worked out 
through long practice and study of suc- 
cessful agencies. It is the method which 
is being installed in the Mutual Benefit. 

P. W. Cook, millionaire producer of 
the A. A. Drew agency of the Mutual 
Benefit in Chicago, introduced Mr. Ken- 
agy. Virgil Sams, assistant superin- 
tendent of agents, attended, as did A. S. 
Ingersoll, associate general agent in 
Chicago. 

B. H. Groves of the Travelers, acting 
president for some time, was elected 
president; H. D. Hoffman, Northwest- 
ern National, advanced from secretary- 
treasurer to vice-president, and R. H. 
Wienecke, W. A. Alexander & Co., Penn 
Mutual, secretary-treasurer. Samuel Le- 
land, life manager Fred S. James & Co., 
reported a general agents night will be 
held at the Sherman Hotel Dec. 10, with 
dinner and an entertainment program. 


ACTIVITY OR WORK CONTROL 


Several agency men object to the 
term time control and feel that activity 
or work control is a more appropriate 
objective. 








LES IDEA 


OF THE WEEK 





 £°% 
WHAT PUBLIC EXPECTS 


The public expects of the life under- 
writers frankness, brevity and ideas of 
value—Clay Hamlin, Mutual Benefit 
Life. 








Advertising Is Definite Aid 





Advertising should be considered as 
an assistant salesman for agents, aid- 
ing them to make more money, said T. 
M. Rodlun, advertising manager of the 
Acacia Mutual Life, in a talk before 
the Life Advertisers Association. He 
finds that the average size of the ap- 
plication written on an advertised pros- 
pect is larger than those written on 
non-advertised prospects. There is 
more profit in selling more to each 
prospect by doing a more thorough sell- 
ing job with the aid of advertising. Ad- 
vertising also saves selling time so that 
the agent can call on an increased num- 
ber of prospects. 


Helps in Agent’s Work 


Direct mail advertising helps the 
agent to organize his prospect’s activi- 
ties, helps build a more effective ap- 
proach, aids him in preparing for a 
better interview. Advertising helps 
build the agent’s prestige, enables him 
to get more interviews for a given 
number of calls and to get more sales 
per interview. In addition, mail ad- 
vertising helps the agent to sell larger 
policies as it educates the prospect to 
recognize the need for adequate pro- 
tection. Regularity in the use of mail 
advertising coupled with the regularity 
of followups is the key to increased 





They wanted to get to the business of 


sales, Mr. Rodlun declared. Through 


the use of advertising the prospect gets 
a pre-approach education on a partic- 
ular policy or need and the agent gets 
a starting point that helps him get go- 
ing in his sales talk. 


Provides Track for Agent 


The value of direct mail advertising 
for agents was outlined by Lynn S. 
Broaddus, Guardian Life manager in 
Chicago. The advertising provides a 
track for the agent to follow. By the 
intelligent use of direct mail, the agent 
knows where to go and he stays out 
and keeps going. If direct mail gave 
no greater aid to the salesman than 
providing a definite track to run on, it 
would be a valuable and profitable 
friend, but the consistent use of direct 
mail will do more than that for the pro- 
ducer. 

Mr. Broaddus emphasized that the 
direct mail piece must be followed up 
by a personal call. Direct mail makes 
it easier for an agent to remove the ob- 
stacles which confront him if he ap- 
pears as a stranger by establishing him 
and his company in the mind of the 
prospect prior to his call. By direct 
mail the agent can contact the class 
of prospects who make profitable 
policyholders and who buy a substan- 
tial number of policies and keep the 








Manager in Minneapolis 
Lists Prospects Sources 





B. J. Schramm, Minneapolis man- 
ager Kansas City Life, sets out a com- 
prehensive list of prospect sources: 
“You know certain people because of 
the fact that once you were in a line 
of work other than life insurance. Who 
are they? 

“Perhaps you belonged to a trade as- 
sociation in those days or a professional 
group of some kind. Let your mind 
travel back to some of the meetings 
you attended. What names can you re- 
member? 

“You know people because you went 
to a certain school, high school or col- 
lege. You recall names of schoolmates, 
fraternity friends, members of athletic 
divisions and members of debating 
teams as well as glee clubs. 


Who Belongs to 
Chess or Golf Clubs? 


“Probably you belong to some hobby 
club, such as chess or golf or travel. 
Whom do you know because you be- 
long to such a club? 

“Whom do you know because you 
own your own home, either by buying 
or building? You recall the name of the 
man who sold you the lot. You recall 
the name of the contractor, the fore- 
man of the carpenter crew, the land- 
scape architect. 

“Have you moved the last few years? 
Go back in your mind to your old resi- 
dence and think of the neighbors who 
associated with you. Who were the 
neighbor’s best friends? 

“From whom did you buy your car? 
Who was the salesman? Who sold you 
your automobile insurance? Who serv- 
ices your car? Who sells you your tires 
and _ batteries? 


What About Grocery, 
Milk and Laundry Man? 


“From whom do you buy your gro- 
ceries, milk, ice, laundry, dry cleaning, 
children’s clothes? Take your check 
book and run through its stubs for the 
past few months. 

“Who painted your house a couple 
of years ago? Who is your plumber? 
Whom do you call when your radio 
breaks down? Who cleans your fur- 
nace? Who does the repair work on 
your electrical equipment, vacuum 
cleaner, washer, lights? 

“With whom do your children play? 
Who are their best friends? Who is 
the father of the boy or girl who stays 
for dinner with your children once in 
a while? Who are their teachers? Who 
is the principal of the school they at- 
tend? Who is their music teacher? Who 
is their swimming teacher? Who owns 
the camp which they attended last sum- 
mer? 

“Whom do you know because you 
go to church? 


Check on Members 
of Wife’s Organizations 


“Your wife belongs to certain organi- 
zations. Who are the leaders and mem- 
bers of these? 

“Who are the old family friends? The 
old friends of your wife’s family?” 

These are prospects. 

“The reason that many agents do not 
have a prospect list is because they stop 
at this point,” however, Mr. Schramm 
goes on. “The label, ‘I know you, 
which we have pinned on the man does 
not in itself make them our prospects. 

“A prospect becomes our prospect 
when we have a clear picture of what 
life insurance can do for him. The pros- 
pect does nothing to make himself our 
prospect. That step must be taken in 
our minds.” 
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Tentative Program. 
of Life Presidents 


(CONTINUED FROM PAGE 1) 


President Guy W. Cox of the John 
Hancock Mutual will present results of 
an investment survey, his subject be- 
ing “Life Insurance Investments—a 
Material Resource of American Fore- 
sight.” 

Dr. Eugene M. Russell, medical di- 
rector Mutual Life of New York, will 
discuss “Some Medical Problems of 
Today from the Life Insurance View- 
point,” analyzing current mortality 
trends. S: T. Whatley, agency vice- 
president Aetna Life, will speak on 
“Our Agency System—An Example of 
American Foresight.” Insurance Direc- 
tor Ernest Palmer of Illinois, president 
National Association of Insurance Com- 


THERE IS ALWAYS 
A PLACE! 


@ If you are a man who places 





ahead of personal gain the idea 
of family protection for members 


of your community. 


@ If you are a man who realizes 
that the nature of life underwrit- 
ing requires strict self discipline 
and careful apportionment of 
every working hour. 


If you are a man who does not 
allow discouragement to interfere 
with a full day and week in the 
field— 


THEN— 


There Is a Place in Our lowa, 
Nebraska, or Michigan 








Territory 


vice life 


INSURANCE LOMPANY 
‘OMAHA. NEBRASKA 
eh th darbher 


PRESIDENT 








NipELOW cap 


If interested in territory in 
Minnesota, Oklahoma, Tex- 
as or Missouri write today. 


MODERN LIFE 
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M. A. NATION, Vice-President & Secy. 
St. Paul, Minn. 








missioners, will discuss insurance 
supervision. 

E. I. Low, board chairman Home 
Life, New York, is chairman of the 
reception committee, President Leigh- 
ton McCarthy of the Canada Life, To- 
ronto, being vice-chairman. The other 
members are: M. B. Brainard, Aetna 
Life, Hartford; William BroSmith, 
Travelers, Hartford; T. Buckner, 
New York Life, New York; Chandler 
Bullock, State Mutual, Worcester, 
Mass.; W. Howard Cox, Union Cen- 
tral, Cincinnati; C. A. Craig, National 
L. & A., Nashville; E. D. Duffield, 
Prudential, Newark; I. M. Hamilton, 
Federal Life, Chicago; J. R. Hardin, 
Mutual Benefit, Newark; E. J. Heppen- 
heimer, Colonial Life, Jersey City, 
N. J.; Carl Heye, Guardian Life, New 
York; David F. Houston, Mutual of 
New York, New York; F. A. Howland, 
National of Vermont, Montpelier; R. H. 
Kimball, Volunteer State Life, Chatta- 
nooga; L. A. Lincoln, Metropolitan, New 
York; M. A. Linton, Provident Mutual, 
Philadelphia; C. B. Little, Provident Life, 
Bismarck, N. D.; J. L. Loomis, Con- 
necticut Mutual, Hartford; C. S. Mac- 
donald, Toronto, Confederation Life; 
H. M. Merriam, Franklin Life, Spring- 
field, Ill.; T. I. Parkinson, Equitable of 
New York, N. Y. B. J. Perry, Massachus- 
tts Mutual, Springfield, Mass.: S. B. Phil- 
lips, Union Mutual, Portland, Me.; 
Julian Price, Jefferson Standard. Greens- 
boro, N. C.; F. P. Sears, Columbian 
National, Boston; H. L. Seay, South- 
land Life, Dallas; A. O. Swink, At- 
lantic Life, Richmond; F. B. Wilde, 
Connecticut General, Hartford; C. F. 
Williams, Western & Southern, Cin- 
cinnati; H. S. Wilson. Bankers Life. 
Lincoln, Neb.; A. B. Wood, Sun Life 
of ‘Canada, Montreal, Can.; H. M. 
Woollen, American Central Life, In- 
dianapolis: B. H. Walker, Life of Vir- 
ginia, Richmond. 

The tentative program is: 

William H. Kingsley, chairman; presi- 
dent Penn Mutual Life. 

Address, Thomas A. Crerar, M. P., min- 
ister of mines and resources Dominion 
of Canada, Ottawa, Ont. 

Address, Ernest Palmer, president Na- 
tional Association of Insurance Commis- 
sioners, insurance director of Illinois. 

“Education and Public Service,” Lotus 
D. Coffman, president University of Min- 
nesota, Minneapolis. 

Address, Samuel T. Bledsoe, president 
Atchison, Topeka & Santa Fe Railway, 
Chicago. 

Address, Arthur F. Hall, president Lin- 
coln National Life. 

“Life Insurance Investments—a Mate- 
rial Resource of American Foresight,” 
Guy W. Cox, president John Hancock 
Mutual Life. 

“Methods and Limitations of Foresight 
in Modern Affairs,’ Chester I. Barnard, 
president New Jersey Bell Telephone 
Company, Newark. 

Address, Tom kK. Smith, president 
American Bankers Association, president 
Boatmen’s National Bank, St. Louis. 

“The Law, the Courts and Our Material 
Progress,” Alva M. Lumpkin, attorney, 
Columbia, S. C.; chairman of the board 
American United Life, Indianapolis. 

“Some Medical Problems of Today from 
a Life Insurance Viewpoint,” Dr. Eugene 
F. Russell, medical director Mutual Life 
of New York. 

“Our Agency System—an Example of 
American Foresight,” S. T. Whatley, vice- 
president Aetna Life. 

Greetings from American Life Conven- 
tion, Canadian Life Insurance Officers As- 
sociation and National Association of 
Life Underwriters. 


Actual Machinery of Social 
Security Is Now in Motion 
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pendent contractors and not employes 
within the act, are not included in the 
figure shown on the face of the return.” 
A good many observers, however, feel 
that no such explanation need be given. 
General agents and managers complet- 
ing separate returns should be informed 
of the position taken by the company 
so that no variances will exist. The 
treasury department has not yet issued 
any specific ruling or interpretation with 
respect to the application of any phase 





To Represent Canada at 
Life Presidents’ Meeting 











THOMAS A. CRERAR 


The Canadian contingent of the As- 
sociation of Life Insurance Presidents 
will be represented on the program this 
year by Thomas A. Crerar, a distin- 
guished statesman of the Dominion, 
who is minister of mines and resources. 
Some celebrated Canadian is always 
placed on the presidents’ program. 








Spirited Chicago Session 
on Agency Practices Pact 
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was the so-called “proselyting provi- 
sion.” This pledges the signer before 
making an approach to an agent of 
another company to gain the consent of 
the other companies before proceeding. 
Many took the ground that this is un- 
fair and un-American. They declared 
that it put the smaller and medium 
sized companies at a distinct disadvan- 
tage. The contention was that while 
the larger companies had hundreds of 
agents they could under no stretch of 
the imagination offer to any of these 
people a generai agency at preferred 
position while it was possible tor a 
smaller company to give an ambitious 
salesman an opportunity to build his 
agency. Therefore, it was contended 
that these agents should not be put 
under a ban and a barrier thrown about 
them so that they could not be ap- 
proached without circumlocution. That 
seemed to be the major objection to the 
agreement. There are some of the 
smaller companies that have no objec- 
tion to this provision, taking the stand 
that the agents of the larger companies 
are seldom able to adjust themselves to 
a smaller institution. However, if a 
vote were taken of those not signing 
the agreement unodubtedly the “pros- 
elyting provision” would be the main 
stumbling block. 

The smaller companies declare that 
they are in a different category from 
the big ones. The large companies have 
momentum, prestige, age and _ size. 
Therefore, they have an advantage in 
making an appeal in recruiting. The 
smaller companies have to overcome 
this and they have their talking points. 
Many agents start in with a big com- 
pany as part timer and later graduate 
into the full time field with the me- 
dium sized companies. The more mod- 
erate sized’ companies feel that there 
should be no objection to a leveling of 
opportunity. 

few bring up the question of part 
time men in the larger points as the 











of the social security act to commis- 
sioned insurance agents. 





agency. practices agreement prohibits 
timers in cities of 50,000 people or gy 
Some companies make it a point; 
have part time men in Cities here y 
there, which they claim is an adyy 
tage. Again there is an _ objectig 
broached now and then to the fact th 
there is no probationary period, 5 
means that when a man goes into th 
business in cities Of 50,000 or oye! 
he must become a whole timer at ones. 

Whether the agency practices com 
mittee will agree to some modification, 
of the proselyting provision remains 
be seen. The National Association of 
Life Underwriters which is back of thi 
movement with the agency officers nat 
urally is not affected by this Provision, 
It is neutral in this regard. 


Ccoperatives’ Aims Told 
at Marketing Conference 
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worked out satisfactorily, he said. The 
cooperative’s best bet appears to be tp 
train its own executives from the ground 
up. Mr. Lincoln discounted the neces 
sity or the possibility or even the probe 
bility of inordinate money income as the 
only motive which impels men or women 
to do something. The desire to help 
abolish poverty can be just as compelling 
as the desire for extraordinarily large 
incomes, he said. 

Percy S. Brown, secretary-treasurer 
Consumer Distribution Corporation, also 
spoke on the future of the cooperative 
movement. 


Bondholders Ask Accounting 


An accounting is asked in a petition 
in superior court at Atlanta, Ga., of the 
Volunteer State Life by a group of] 
bondholders of the Old Southern Securi- 
ties Company, which was the holding 
company of the Southern States Life of 
Atlanta which the Volunteer State re 
insured in 1931. 

The group alleges the Volunteer State 
agreed to exchange or redeem bonds 
when it accumulated $350,000 out of 
75 percent of net earnings on Southern’ 
States business. The Volunteer State} 
claims it lost $567,000 on the reinsured 
business. 





NEIGHBORS! 


If you want to be just around the 
corner from the famous Radio 
City, and only a few steps from 
the smart shops and theatres, 
then come to the VICTORIA, one 
of New York’s newest hotels. 
Enjoy the finest of food too, and 
conviviality at the newest of bars, 
get the swing and rhythm of 
Modern Manhattan! 


From $259 Single ¥ 


From $4°° Double 
Suites from $6.00 to $15.00 


GS 


AT RADIO CITY 


¢ - at 51st ST., 
JOM tL HOPGAN. MANAGING oreECcTOR 








